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STUDYING. THE SITUATION) 


HANCES FOR GETTING TOGETHER 


ecutive 
writers’ Association Hears Report 
Upon Excepted Territory. 


| While no definite action was taken | 


the meeting of the executive com- 
ittee of the Fire Underwriters Asso- 
tion held in New York city on Fri- 
last, because of the small attend- 
e of members, much of interest was 
ned as to general conditions in 
e present “excepted” centers, and the 


Paititude of the agents domiciled therein | Reserve as a Conflagration surplus. 
From the! 
was | 


"toward the new movement. 
reports of sub-committees it 
‘earned that the legitimate Boston 
“agents were friendly to the Association | 
Ydea and would aid in advancing its in- 
Mterests. While Boston has something 
Fover seven hundred brokers, it has fully 
twice that number of agent-brokers, the 
Pagency appointment being secured main- 
dy because it carries with it an addi- 
tional five per cent. commission. The 
PDona-fide company representatives at 
‘the Hub would be glad to see the 
Pagent-broker farce suppressed, and 
Wlargely on that account promise their 
“Support to the new organization. 
In Allegheny County. 


Because of the large non-Union ele-' 


ient represented in Allegheny county, 
‘the local men in that district feel that 
the Fire Underwriters Association 
Pcould not be operated to advantage in 
Their field, and frankiy stated their posi- 
‘tion concerning it. The high rate paid 
fon dwelling business in Allegheny 
County has induced numerous compan- 
Mies to seek business there, and is re- 
sponsible for the payment of extrava- 
‘gant commissions. 
» It was suggested by the executive 
“ommittee that tariffs on preferred 
Wisks be reduced and commissions be 
accorded similar treatment. 
At Philadelphia. 
| Philadelphia having a company 
PBoard it was not anticipated that 
‘trouble would be encountered in secur. 
Ming its endorsement of the new move- 
P@ent, executive officers being privi- 
nieged to attend the meetings and vote 
Upon the measure if their local repre- 
entatives were not disposed to favor it. 
Because of the long continued state of 
Memoralization at Washington, D. C., 
ind the ever-present likelihood that the 
Is there existant may spread to Bal- 
Mimore, which is within easy access, 
committeemen did not anticipate 
great opposition from the Monu- 
ental City. 
New York City. 
| Me hardest and as yet the unsolved 
} Oblem before the committee is New 
‘York. Here the broker element is so 
ng and aggressive as to threaten 
company that does attempt cur- 
(Continued on page 11.) 
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THE HOME 


Insurance # Company 
New York 


Elbridge G. Snow, President 
MAIN OFFICE, 56 CEDAR STREET 


CASH CAPITAL, $3,000,000 
Assets, January Ist, 1910.. 


reper $27,307,672 
Liabilities (including capital) . Scoee 


14,924,836 
1,200 000 


Net Surplus over all liabilities and ‘reserves... 11,182,836 


SURPLUS AS REGARDS POLICYHOLDERS, $15,382,836. 
insures against loss ot real and personal property, rental income, 
use and occupancy, earned profits and 
commissions by 


Fire, Lightning, Wind-storm, Automobile and 
Inland Transportation Risks 





Entered United States 
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North British 
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Established 1809 


Since 1866, when the North British & Mercantile entered the United 


States, 1,833 Fire Insurance Companies have failed or retired 
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New Insurance Applied for upon which Premiums have been Paid 








in cash during the first Six Months of 1910 is in Excess of New 





Insurance Paid for in cash during the Entire Twelve Months of 1909 


THE ABOVE IS THE RECORD OF THE 


PITTSBURGH LIFE AND TRUST CO. 


W. C. BALDWIN, President 


The First Company Licensed in the State of New York after the Enactment 
of the Armstrong Laws 


A FEW GENERAL AGENCY DISTRICTS OPEN 
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Detroit Gathering a Huge Success— 
Chicago Gets Convention for 1911— 
Movement Given Impetus. 


from the 1910 
Association 
held at Detroit 
and Saturday of 


agreed that from every 


Delegates returning 


convention of the National 
of Life Underwriters 
Thursday, 
week are 
the 
success 

As a 


vperior 


Friday last 


view- 
gathering was a ed 


point pronoun 


Detroit ha 


ican continent, 


beautiful, 
Amer 
underwriters 


city 
on the 
local life 


ho stone 


and the 
tion left 
ing 
delegates happy all the 
in the 
a long time 


associa- 
unturned in arrang- 
make the 
they were 
the visit for 

They 


a program which would 
time 
city and remember 
after returning home 
succeeded admirably. 
The 
vention gave 
ing the best 


speakers selected for the 


an opportunity 
talent possibl 
of special importance, so t 
attendance, numbering 


had neither cause 
complain 
The Speakers. 

In addition to the annual address of 
President Whittington the following 
addressed the convention 

Jas. V. Barry, Insurance Commission 
er for Michigan, on the subject, “The 
Relation of the Insurance Department 
to the Field.” 

George T. 
dent Equitable 
tal Attitude.” 

George W. 
turers Life of 
surance 


Wilson, 
Life, 


second 
subject 


vice-presi 
“The Men 


Ross, president Manufa 
Toronto, on “Recent In 
Legislation in Canada.” 

Hugh Chalmers, president Chalmers 
Detroit Automobile Co., on “How to 
Hire, Train and Supervise Men.” 

Elbert Hubbard, East Aurora, N. Y 
on “Salesmanship, Human Nature and 
the Reasons Why.” 

The five-minute discussions as usual 
brought out many valuable pointers to 
the men in the field. The topics dis- 
cussed at the convention just closed 
|} were timely, as will be noted by the 
following: 

1.—How best 
to policyholders. 

2—How best to obtain and 
agents under present conditions. 

3.—How to overcome the difficulty in 
securing new agents 

4.—Does not the work possess a spe- 
cial dignity? 

5.—Is not the 
greater in life 
lines? 

6.—Under present conditions how 
best may it be made profitable to the 
| general agent to keep a field man tray- 
eling through territory for the purpose 
|}of appointing, encouraging and 
ing local agents. 


PRESIDENT’S ADDRESS. 

The address of President Whitting- 
ton reviewed the work during the past 
year and the progress made by the 
National body. As to the obligations of 
life insurance men he said: 

“IT urge upon the individual associa- 
| tions to recognize and acknowledge the 
| obligation which rests upon them re- 
| garding the laws pertaining to insur- 
lance in the different states in which 


to improve our service 


hold 


percentage of success 
insurance than in other 


assist- 
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they operate. When the legislators you 
elect fail to give relief from oppressive 
laws and fail to enact proper ones, en- 
ter the arena of politics and seek your 
positions on the floors of the legisla- 
tures. Wherever this has been done in 
the past we have succeeded in getting 
recognition and just laws, which have 
benefited our companies, our policy- 
holders, our agents and the public at 
large. We have laws and restrictions 
foisted upon us in many States by men 
who know almost nothing of the actual 
needs of either the company, the agent 
or the policyholders, and in no respect 
have they the interest of our business 
at heart. No one understands our needs 
better than you. No one can bring 
about a more intelligent remedy, when 
necessary, than you. Rest not until 
you have come into your own power in 
your own community and State. You 
owe it to the business, to the field man 
and to the great insuring public. 
Rebating and Twisting. 

“For many years we have been stead- 
fastly fighting to stamp out rebating 
and twisting, two of the greatest ene- 
mies of progress. How well we have 
succeeded cannot be answered by any 
one man. The evil has not been entire- 
ly blotted out, but as twisting is a ques- 
tion of education, it will take time and 
patience to inform the policyholder of 
its evils, and it will also take time and 
patience to eliminate the undesirable 
class of agent who would stoop, to such 
practices. Rebating is a question of 
common honesty and it behooves us in- 
dividually and collectively to redouble 
our efforis in the fight for reform along 

h these. lines. The twister ian the 
has appeared in many phases and 
es. Oftentimes he poses to the 
nsured as a man possessed of excep- 
tional and exclusive insurance knowl- 
himself an “expert” and 
s Beware of this man. He 
is invariably an outcast from the ranks 
ife insurance salesmen. 
agent of a legitimate 
he only man entitled to 
expert” and our ranks are 




















Co-operate Against Abstractors. 
Like an insidious reptile worming 
its way into the confidence of the un- 
pecting policyholder, the twister has 
a new disguise. 
yled abstract com- 
ities in several cities 
the past few months have been 
nt that we as a body must re- 
» the danger of allowing them to 
anywhere in this country un- 
ed They are twisters of the 
vorst type, worst in the sense 
y do not represent any partic- 
ular company and endeavor to impress 
rictims by their seeming disinter- 
ness. Vice-President Powell, wo 
personally encountered these ma- 
ulators, will, in his report, refer to 





made his appearance in 


I refer to the self- 














the ind to their operations. I strong- 
ly recommend that our association take 
some action toward giving the utmost 
publicity to their nefarious scheme, 
since by this action their plans to un- 
dermi: g00d business and disturb 
satisf yholders become easily 
frustrated 

“TI cannot pass the subject of twisting 
without voicing a word of condemna- 
tion against the isrepresenter who 


works injury through malice or igno- 
rance, or possibly both and who is 
really a twister in the making. 

When the right kind of policy is 
honestly sold there is a common bond 
of interest between the agent and the 
insured Self-interest or selfishness, 
which unfortunately is one of the gov- 
erning characteristics of the human 
race, must not be allowed to conflict 
with this principle. The agent who 
wilfully deceives or misrepresents re- 
garding either a competitor’s proposi- 
tion, or his own policy contract, allow- 
ing a prospect to buy a form of ingur- 
ance without a thought as to its fitness, 
but allows the amount of his commis- 
sion to dominate the sale, such an 
agent enjoys a kind of success which 
is of short duration. 

“Let us recognize the obligation we 
owe the insuring public. Remember 


that our profession contains an element 





of practical benevolence far beyond 
that of any other calling. Let this 
great association be inspired as one 
man with the dignity, the beneficence 
and the far-reaching influence of the 
work we are doing. Could we, who are 
writing applications to-day, look into 
the future and see the good that will 
come to our clients from the money 
thus invested and realize the difficulties 
which are even now smoothing from 
the paths of a generation yet unborn, 
not one of us would ever lack for en- 
thusiasm with which to pursue his 
labors.” 
MR. WILSON’S ADDRESS. 

In his address on “Mental Attitude,” | 
Mr. Wilson said in part: 

“The mental attitude of the field | 
worker is one of the chief factors in se- 
curing results. A man of only ordinary 
natural gifts and representing a small 
company will, if he thoroughly believes | 
in himself, in his company and its poli- | 
cies, secure better results than abler | 
men in whose minds doubts exist as to| 
their own abilities and the merits of 
the companies they represent, although 
such companies may be in the first 
rank. In both cases the impelling force | 
is nothing but an attitude of the mind. | 

“What is Initiative—the ability to} 
think and create—but a mental atti- 
tude? Yet initiative is one of the! 
most important contributing factors in 
achieving success. 

“What is Energy but a mental atti- 
tude? There are many instances of 
men of frail physique and indifferent 
health accomplishing far better results 
than many with strong bodies and ro- | 
bust constitutions, simply because of 
mental attitude which influences and 
controls their respective actions. 

“What are Determination, Persever- 
ance and Enthusiasm but mental atti-| 
tude? It is the mental attitude which 
makes a man early or late to his office; 
his mental attitude which keeps him in} 
his office or drives him out to seek for 
new lives; his mental attitude which 
permits him to drift along without any 
useful creative thought, or constantly 
encourages him to think out fresh ways 
and means of securing new applications 
or of getting into touch with new pros- 
pects; his mental attitude which ena- 
bles him to get over or around obsta- 
cles, difficulties, trials, troubles and | 
tribulations instead of weakly succumb- 
ing to them. 

“The experienced underwriter always 
carries with him as a part of his mental 
outfit an accurate estimate of that pro- 
portion of his total cases which will be 
declined during the year and of that 
proportion of his cases for which he} 
will be unable to obtain settlements | 
and consequently when a case is de-| 
clined or the applicant refuses or is un- 
able to pay the premium, his mind is} 
fully prepared for just such a contin-| 
gency—in fact, expects it—and there- 
fore it is unable to adversely affect his 
mind, leaving him undisturbed to de- 
vote himself to other cases. What is| 
this ability to anticipate and then| 
ignore adverse conditions but a mental 
attitude? 





The Driving Force. 

“Then there is the all-important ques- 
tion of the influence of the state of the | 
agent’s mind upon the mind and ac- 
tions of the prospect at the time of the | 
interview. It is hardly an exaggeration 
to say, admitting sufficient means and 
good health, that the action of a man 
who is being canvassed will depend 
more upon the mental state of the 
agent’s mind, more especially upon the 
measure of quiet determination and 
strong conviction it contains, than upon 
any other circumstance. The process 
of writing life insurance starts off with 
a mental determination to obtain re- 
sults no matter how much work is en- 
tailed. This mental condition drives a 
man to think out and initiate new plans 
for securing business. Drives him to 
adopt a systematic plan of work in or- 
der to save valuable time. Drives him 
to undertake all the necessary work 
which is entailed in finding and _inter- 
viewing new prospects every day, and 
drives him to do all the necessary work 
which investigation of his prospect and 
thorough preparation of his case de- 





We Guarantee to Pay 


From $24,000 te $48,000 or more, for an 
investment with us of from $947 to $18,940 







Least you can pay - - - $947.00 
Least we can pay $24,000.00 
Most you can pay . - $18,940.00 
Most we can pay $48,000.00 

or more 





We offer $100 in Cash Prizes for the best 
original stories illustrating the benefits and 
J advantages of the above proposition. Fy! 
particulars furnished on request. Address 

O. S. CARLTON, Vice-President 
Chronicle Building Houston, Texas 
J. S. RICE, President J. T. SCOTT, Treasurer 


CAPITAL AND SURPLUS ONE MILLION DOLLARS | res»: snd te iiowt steeestan""Commcrsai na 


Texas and the Most Suceessfal.”—Commercial and 
WE WANT AGENTS TO SELL THIS PROPOSITION 





Financial World, New York, Jaly 16, 1910, 








1894 1910 


The State Life Insurance Co. 


INDIANAPOLIS 
UNEQUALLED IN SOLID ACHIEVEMENT 


Assets December 31, 1909 . > - ‘ 
Surplus, 1909 ‘ 


$8,580,830.58 
‘ . ‘ m ‘ * 1,174,606. 34 
GROWTH UNPARALLELED 


Gain in Admitted Assets Gain in Surpius 






OE cc bcccavictsasgcdenteckedédeaqebbeseanennenets-denamosval $1,001,409.00 $ 27,775.00 
ars --1,023,700.00 TSG, 161.00 
1909. -1,201,977.14 314,044.74 


EIGHT MILLION DOLLARS IN SECURITIES DEPOSITED 
WITH THE STATE OF INDIANA 
This is $848,861 More Than is Required by Law 

MOST ATTRACTIVE AGENCY CONTRACTS 


OUR OWN IDEA Every Contract Direct With the Company 
Scores of Good Men Have Joined the State Life Field Force Since January 1, 1910 
On All Agency Matters Address 


CHAS. F. COFFIN, 2d Vice-President 


1231 State Life Building 














[ N8URANCE MEN will note the signifi- 
cant increase in The Northwestern’s 
new business during the past five years. 
IMPORTANT FACTS relating to this 
business are shown by the following per- 


The Northwestern 


Mutual Life Insurance Co. 


centages: ai 4 
Expenses t nterest 
of Milwaukee 190 12.15 67 «4.73 
GEO. C. MARKHAM, President 1906 11.76 59 4.72 
A. 8S. HATHAWAY, Secretary 1907 11.81 58 4.76 
New Business Paid-For ond boyy = rem 





It is capable of easy demonstration that 


1906 - - - 990,896.038 The Northwestern is the best Company to 
1906 - - - 93,563,452 ingure i. aeenmeaas Asie) poll 
ee The Northwestern’s new olicy 
1907 - - - 102,283,634 contract with its Dividend Options, Paid-up 
1908 . «=, 3 109,685,428 and Endowment Options, Options of Settle- 
1909 - - 113,716,188 ment and the Premium Loan features. 
’ ’ 


Issues Partnership and Corporation In- 
surance. : b 
For further information or an Agency, 


address 
H. F. NORRIS, 
Superintendent of Agencies. 


Each year larger than any in the 
previous history of the Company. 


Commenced Business 1858. 
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OLDEST + 
IN AMERICA 


STRONGEST 
IN THE WORLD 


THE MUTUAL LIFE 


Insurance Company of New York 


Mutual Life Agents Make Most Money 
Because Mutual Life Policies Sell Most Freely 


For terms to producing agents, address 


GEORGE T. DEXTER 
2nd Vice President 


34 Nassau Street New York, N. Y. 
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MORTALITY IN THE SOUTH] 


EXPERIENCE OF THE TRAVELERS. | 





Statistics Prepared by Actuary H. J. | 
Messenger Show Heavy Death 
Losses in that Section. 





In The Eastern Underwriter of August 
18th appeared an article relative to the 
mortality experienced in Southera 
States, which attracted considerable at- 
tention. 

In connection therewith we have be- 
fore us a copy of a most interesting 
paper, dealing with the “Life Insurance 
Experience of the Travelers Insurance 
Company,” read before the Actuarial 
Society of America. The paper was 
prepared by Hiram J. Messenger, F.A.S., 
Ph.D., actuary for that company, and 
is supplemented by a series of tables 
giving the experience of the Travelers 
in standard lives under issues of 1866- 
1908, inclusive, and an exposure of 1900- 
1908, inclusive. Table 13 is divided in-| 
to five geographical sections, as follows: 

Section 1.—Canada, B..C., New Eng- 
land, New York, New Jersey and Penn- 
sylvania. 

Section 2.—Ohio, Indiana, Michigan, 
Illinois, Wisconsin, Iowa, Minnesota, 
Nebraska, North Dakota and South 
Dakota, 

Section 3.—Delaware, Maryland, Dis- 
trict of Columbia, Virginia, West Vir- 
ginia, North Carolina, Tennessee, Ken- 
tucky, Missouri, Kansas. 

Section 4.—South Carolina, Georgia, 
Florida, Alabama, Mississippi, Arkansas, 
Louisiana, Indian Territory, Oklahoma, 
Texas. 

Section 5.—All remaining territory. 

Results Experienced. 

Tl experience of the company by 

sections in number and amount was as 











Number. 
Prob. Actual 
Sec. Loss Loss P.C 
> wa 4,093 3.006 .734 
hicx ene 1,462 1,046 715 
- — 865 655 -757 
is ; 762 737 =©.967 
oss a% 343 296 863 
Total. 7,525 5,740 763 
Amount. 
Prob. Actual 
Sec Loss Loss Pr, €. 
1....... 9,259,280 7,077,492 764 





B xoesaee 3,710,010 2,970,227 801 
3 ....... 2,849,680 2,108,289 .897 
4....... 2,088,076 2,095,153 1.008 
Riwsic P 958,464 897,853 .937 

Total. 18,365,460 15,149,014 825 


Mr. Messenger also gives a com- 
parison of Sections 3 and 4 with all 
other territory, by grouping Ordinary 
Life, Twenty Payment Life and all 
other policies as follows (first compar- 
ing number and second amount): 

Ordinary Life. 


Prob. Actual 

Sec. Loss Loss P.C 
Pe ssn aks 246 234 =.951 
Ts Aces 260 316 1.215 
All others 1,495 1,390 930 
Bicone eed 787,437 882.574 1.121 
i....... $18,510 982,313 1.207] 
A" others 4,390,573 4,039,630 920 | 
Twenty Payment Life. | 

Ba ca 225 135 600 
Bees w0a oe 202 153.757] 
AN others 1,114 711 638 | 
i 590.546 467,098  .791] 
we ‘ 556,283 455,858 819} 


All others 2,977,295 2,067,426 .694| 
All Other Policies. 


rere 394 286 726 
Ping wai 300 268 893 
All others 3,289 2,247 683 


} 
} 
971,647 758,617 .781} 
Bs Ke 718,283 656,982 915 | 
\ll others 6,559,886 4,838,506 738 | 

Of these two tables (15 and 15, re-| 

pectively), Mr. Messenger says: 

Table 13 gives the company’s general | 
experience, exposure of 1900 to 1908, | 
inclusive, divided into five geographical | 
sections, which can be roughly describ- 





Assets of more than 
Surplus of more than 


WANTED 


A Superintendent of Agencies for a Company with 
Insurance in force of more than $70,000,000 


20,000,000 
2,000,000 


. . 





A HOME OFFICE POSITION 





Address ‘‘ Superintendent’ 
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care of The Eastern Underwriter 


105 William St., New York City 














to Pennsylvania, inclusive; Section II., 
the Northern States of the Mississippi 
Valley; Section III., the upper tier of 
Southern States, from Delaware to 
Nerth Carolina in the Bast and to Kan- 
sas in the West; Section IV., the lower 
tier of Southern States, including Ar- 
kansas and Oklahoma, and Section V., 
all remaining territory. The experience 
shows a mortality rate in Section I. of 
73.4 by numbers and 76.4 by amounts; 
‘n Section IT., 71.5 by numbers and 80.1 
by amounts: in Section III., 75.7 by 
numbers and 89.7 by amounts: in Sec- 
tion IV., the lower tier of Southern 
States, 96.7 by numbers and 100.3 by 
amounts; in Section V., all remaining 
territory, being mostly the far West, 
86.3 by numbers and 93.7 by amounts. 

Table 15 gives the company’s general 
experience in geographical Sections IIT., 
TV. and V., being the upper tier and 
lower tier of the Southern States and al! 
other territory. divided into three 
classes according to policy form—the 
Ordinary Life, the Twenty Payment Life 
and all other policies. Table 11 shows 
that the general experience on the Or- 
dinary Life policy has been unfavor- 
able—the mortality rate being 97 bv 
numbers and 98.5 by amounts. Table 
15 shows that the mortality rate on the 
Ordinary Life policy has been particular- 
ly unfavorable in the South, being 95.1 
by numbers and 112.1 by amounts for 
the upper tier of Southern States ‘and 
121.5 by numbers and 120.7 by amounts 
for the lower tier of Southern States 
The experience on the Ordinary Life 
form in other parts of the country has 
not been particularly unfavorable and 
the experience on all forms excent the 
Orcinary Life has been generally favor- 
ahle throughout the countrv A study 
of the three tables 11, 12 and 15 shows 
that the reallv unfavorable experience 
has been confined to the South and to 
the Ordinarv Life policy, and that if the 
Ordinary Life experience in Sections TIT 
and IV. were eliminated, the remaining 
experience would be exceedingly favor- 
able. 


ADDS DISABILITY FEATURE. 
South Atlantic Life of Richmond 
Changes Its Contracts -as of 
September First. 








The South-Atlantic Life, of Rich- 
mond, Va., announces that on applica- 
tions dated September 1, or subsequent 
thereto, it will issue policies with to- 
tal and permanent disability benefits, 
providing in that event for cessation of 
premiums, or in lieu thereof, for pay- 
ment in twenty instalments. In mak- 
ing this announcement the company 
calls attention to the fact that it will 
not discontinue any of the other attrac- 
tive contract forms which it has been 
issuing, but adds this feature so as to 
put its agents in position to effectively 
meet competition. 

The clause providing the disability 
benefits in the new contract is excep- 
tionally clear, while at the same time 
covering all of the points which it is 
necessary to cover in connection witn 
this growing feature of the life insur- 
ance contract. It also contains a new 
provision for contracts of this kind, 
providing for the reinstatement of the 
policy should _ disability not prove 
permanent when the option to pay the 
contract in twenty instalments has 
been accepted. 

The company states that it is in re- 
ceipt of many letters from agents 
expressing their appreciation of the de- 
parture made. 








Returns to New York. 





Ralph K. Hubbard has returned to 
New York, being identified with the 
agency department of the ° United 
States Life. 

Mr. Hubbard spent the greater por- 
tion of his insurance career with the 
Provident Savings Life, his position be- 
ing that of comptroller. He is well 
known among life insurance field men 
and has a comprehensive knowledge of 
the business. 








ours, the more it grows on me! 


of that contract ? 


beat it! 





ed as Section I., Northeast, from Canada | 


THE MORE I STUDY this Monthly Income policy of 


Did you ever sit down all by yourself and make a study 
Upon my word, gentlemen, you can’t beat it ! 


You see it’s such absolute PROTECTION 
ly SURE monthly income—about the surest thing I know- 
all the immense assets of THE PRUDENTIAL behind it 
monthly PENSION for the wife and little ones, running on 
and on through the yeaars—EVERY MONTH! 
Our best Agents are making a specialty of this 


contract, AND THE RESULTS ARE REMARKABLE! 
Come in and have a talk about it! 


ROBERT J. MIX. Manager 


20 Vesey St., New York City 


-an absolute- 


No, vou can’t 


Telephone 3474 Cortiand 











|SUPPOSED WEALTH VANISHED. 





A Pertinent Lesson in Life Insurance 
for Men Who are Making 
Money. 

Almost well-informed person 
in this country has heard more or less 
of the late Timothy P. Sullivan, the 
noted alderman of New York City. 
“Little Tim,” he was familiarly called, 
to distinguish him from Timothy D 
Sullivan, an equally prominent alder- 
man and politician. 

“Little Tim,” by 
taleats and 
from the ‘thumblest station in life to 
| be one of the most powerful forces in 
the city politics of his day. His boy- 
hood was spent on the “East Side,” in 
ithe vicinity of “Five Points,” but in 
rising to wealth and power he retained 
his friendship for the humblest classes, 
and held their affection and confidence, 
while equally strong with their more 
wealthy and influential neighbors. 

Once Wealthy. 

Until shortly before his death, “Little 
Tim” was reputed to be a man of larg: 
wealth, in fact, a millionaire. There is 
no doubt that he was possessed of con- 
siderable means until shortly before hi 
death; but he is said to have been one 
of those who lost heavily as a result 
of the pan of 1907. Thi 





every 


native 
indomitable energy, rose 


force of 








unques- 
tionably a man of er ability—a 
money-maker by nature—he had com- 
paratively little of money-saving 
instinct ed open-handed, 
generous to a fault, he gave largely 

perhaps rt always judiciously—to 
every form of charity and benevolence; 
he was always ready to help his friends, 
who were legion; and when the finan- 





cial depression of 1907 came, his affairs 
were in so complicated a state that he 
was irresistibly borne down by the 
tide 
Life Insurance the Anchor. 

Certain it is that at his death the 
nan popularly supposed to be a mil- 
lionaire, left practically 1 proj y to 
his heirs other than his life insurance. 


His home, for which he had paid $23,000, 








was found t ave been mortgaged for 
$18,000 Other in sts w equally 
involved; but his prosperous days he 
had been wis enough to reflect that 
riches sometimes “make themselves 


wings,” and he had prudently guarded 
igainst disaster by taking out $50,000 
life insurance in one of the large New 
York companies. 

His policy was secured in 1903, when 
he was 34 years of age. It matured as 
a death claim and was paid in Decem- 
e contra was what is 
known as a “five per cent. gold bond”— 
an investment contract with a provision 
under which all premiums paid were to 
be returned to the beneficiary if the 
insured died within 20 years. Six pre- 
miums had been paid at the time of 





his death, amounting to $27,150 His 
beneficiary received therefore, that 
amount in addition to the original poli- 


xy of $50,000, making a total of $77,150; 
and this was virtually the only estate 
he left 


Union Central's Business. 


The written business of the Unio 
Central Life for August was $3,213,150 
a gain of $703,400 over the 
month of 1909; issued, $2,651,250; paid 
for $2,320,957 


| For the first eig 


£ suits 
jand gains were as follows 
Gain 
| Written , $28,736,187 $3,403,372 
| Issued a 25,325,906 2,118,181 
| Paid ‘ 20,612,286 2,348 226 
Actuary Hardcastle deprecates the 


' 

| increasing percentage of business writ 
ten on the Term plan. During 1908 the 
ratio of term insurance was 14.89 per 
cent.; 1909, 15.42 per cent.. while dur- 
ing the first eight months of 1910 the 
ratio was 16.82 per cent 
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1911 DIVIDEND SCHEDULES 


ANNOUNCED BY UNION CENTRAL. 








Company Explains Method of Comput- 
ing Amounts of Surplus Returned 
to Policyholders. 





The Union Central Life announces 
its dividend schedule for the year 1911 
which is given herewith. In explaining 
the method by which dividends are cal- 
evlated, the company, in its official 
bulletin says: 

“A brief statement of the sources 
from whch dividends arise, and of the 
method employed in their calculation 
may be of interest. 

“If the interest earnings realized are 
greater than the amount required to 
maintain the legal reserve; if the ac- 
tual mortality be lower than that pro- 
vided for; or if the expenses incurred 
be less than the loading charged—then 
from any or ali of these three sources 
may arise the fund from which divi- 
dends to policy-holders are made pos- 
sible. The Union Central, in common 
with most of the American companies, 
uses what is called the ‘Contribution 
System.’ Each dividend consists of the 
sum of three separate contributions, 
each calculated individually. On poli- 
cies issued since January 1, 1907, the 
threefold contribution is calculated as 
follows: ist—From interest, 
cent. of the initial reserve. 2d—From 
mortality, 35 per cent. of the tabular 
cost of insurance. 3d—The total load- 
ing, less an expense charge of $2 per 
$1,000 of insurance plus 10 per cent. 
of the gross premium. 

“The decrease in dividends after the 
close of the premium-paying period on 
limited payment policies is accounted 
for by the elimination of the third con- 
tribution.” 

The schedule of dividends on Ordi- 
nary Life, Twenty Payment Life and 
Twenty Year Endowment policies, is- 


sues of 1907, 1908 and 1909 is as fol- 
lows: 
ORDINARY LIFE 
DIV. ON ISSUES OF 

— — | 1909 1908 1907 
21....$18.90 $4.27 $4.37 $4.48 
22.... 19.30 .35 4.45 4.55 
23... 19.73 4.43 4.54 4.65 
24.... 20.17 4.51 4.62 4.74 
25.... 20.63 4.61 4.73 4.85 
26.... 21.12 4.70 4.83 4.95 
Biccs SL 4.80 4.94 5.08 
28.... 32.18 4.91 5.05 5.19 
29.... 22.76 5.02 5.16 5.31 
30.... 23.36 5.14 5.29 5.45 
31 . 23.98 5.26 5.43 5.58 
32 24.65 5.42 5.58 5.75 
Sevan 25.35 5.54 5.72 5.90 
3 26.09 5.70 5.88 6.07 
35 26.88 5.86 6.06 6.26 
3 27.71 6.03 6.24 6.45 
37 28.59 6.23 6.44 6.67 
38 29.52 6.42 6.66 6.88 
es 30.51 6.64 6.88 7.13 
40 31.55 6.36 7.12 7.37 
...4 2 7.12 7.38 7.67 
42.... 33.84 7.38 7.67 7.96 
ee 7.67 7.96 8.29 
44.... 36.44 7.98 8.31 8.65 
45.... 37.85 8.32 8.46 9.03 
46.... 39.3 8.68 9.06 9.46 
47 40.97 9.08 9.49 9.92 
48.... 42.69 9.54 9.99 10.44 
49.... 44.52 10.03 10.50 10.99 
50.... 46.49 10.57 11.07 11.60 
51.... 48.57 11.15 11.69 12.25 
52.... 50.78 11.78 12.36 12.96 
53.... 58.14 12.48 13.09 13.72 
54.... 55.68 13.23 13.88 14.55 
55.... 58.37 14.05 14.73 15.44 
56.... 61.24 14.94 15.67 16.42 
57.... 64.32 15.91 16.68 17.47 
58.... 67.60 16.96 17.78 18.63 
ee 18.11 18.98 19.88 
60.... 74.88 19.35 20.27 21.21 
61 . 78.90 20.71 21.68 22.67 
62.... 83.20 22.17 23.20 24.26 
63.... 87.81 23.77 24.86 25.97 
64.... 92.75 25.61 26.66 27.83 
65.... 98.06 27.42 28.63 29.88 





1% per_.o 


TWENTY PAYMENT LIFE 
DIV. ON iSSUES OF 
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“TASUAITY] 


WE HANDLE ALL LINES 


THE PERRY SOLICITORS CO. 


INCORPORATED 


GENERAL INSURANCE ACENTS 


A Live Office— Managed by 
Experienced Insurance Men 


NEW YORK 


PHONE 554 RECTOR 
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CAPITAL - ° 


(All territory west of the Mississippi River) 


FRANK A. WERNER, LOS ANGELES 
General Agent, Southern California and Arizona 
520-23 Security Building, Los Angeles, Cal. 


THE WESTERN STATES LIFE INSURANCE CO. 


SAN FRANCISCO 


Has been granted license for the sale of Insurance in California and Washington. 
Other Western States will be immediately opened. 

Issuing the most attractive line of policies ever offered. 

Now is the time to negotiate very desirable District and State Agency Contracts. 

Men who want to move to the great and prosperous West, and line up with a Live 
Enterprise, surrounded by boundless resources and possibilities should write to 


PRATT & GRIGSBY, General Agents, SAN FRANCISCO 


$1,000,000 


W. M. ELLIOTT 
General Agent State of Washington and Alaska 
605 Colman Bidg., Seattle, Washington 
L. S. ADAMS 
General Agent, State of Utah 
527-28 Newhouse Bldg., Salt Lake City, Utah 








MICHIGAN STATE LIFE 


DETROIT 


Will pay a salary and ex- 
penses to two big personal 
producers in Ohio, two in 
Michigan and two in Indi- 
ana, to act as Agency Su- 
pervisors. 
Address, 
FREDERIC APPS, 

President 
Give three references first 
letter. 





IT PAYS THE AGENT 


To represent the best company. 
There are many excellent standard 
life insurance companies. Which is 
the best? In stabiliiy, progressive- 
ness, liberal contracts to agents and 
low cost to policy- holders no company 


surpasses 
The 


Union Central | ife 


Insurance Co. of Cincinnati 


Assets = 
Liabilities - 


$74,523,966.28 
$72,324,302.92 





Good openings are occurring from time 
totime. Address 


JESSE R. CLARK, President 





| 


| 


ALLAN WATERS, Sup’t of Agents 











Age Prem. 1509 908 7907 

21....$27.28 $4.71 $4.90 $5.10 
22.... 27.72 4.79 4.99 5.19 
23.... 28.19 4.88 5.09 5.29 
24.... 28.67 4.96 5.16 5.38 | 
26.... 20.17 5.05 5.26 5.49 
26.... 29.69 5.15 5.37 5.60 | 
27.... 30.23 5.25 5.48 5.71 | 
28.... 30.80 5.35 5.59 5.83 | 
29.... 31.39 5.48 5.71 5.96 
30.... 31.99 5.58 6.83 6.09 
31.... 32.64 5.71 5.97 6.24 
32.... 33.31 5.86 6.12 6.38 | 
33.... 34.00 6.00 6.26 6.54 
34.... 34.73 6.15 6.43 6.71 | 
35.... 35.50 6.31 6.59 6.90 | 
36.... 36.29 6.47 6.77 7.08 
ere LP 6.66 6.97 7.29 
38.... 38.00 6.86 7.18 7.61 
39.... 38.92 7.08 7.40 7.74 
40.... 39.89 7.29 7.63 7.99 
41 40.90 7.53 7.88 8.26 
42.... 41.98 7.79 8.15 8.54 
43.... 43.11 8.06 8.45 8.86 
44.... 44.32 8.37 8.79 9.20 
45.... 45.58 8.70 9.12 9.57 | 
46 . 46.92 9.06 9.51 9.99 
47.... 48.35 9.45 9.93 10.43 
48 49.87 9.89 10.39 10.93 
49 51.48 10.37 10.90 11.46 
50.... 53.19 10.89 11.46 12.02 
51 . 55.02 11.46 12.05 12.65 
52.... 66.96 12.07 12.68 13.33 
53 . 59.03 12.75 13.40 14.07 
54 - 61.2 13.48 14.17 14.88 
55.... 63.62 14.28 15.00 15.73 
56.... 66.18 15.16 15.91 16.68 
57 68.90 16.10 16.89 17.71 
58 71.82 17.13 17.97 18.82 
ee 18.25 19.13 20.03 
60 78.35 19.47 20.40 21.35 
61 81.99 20.81 21.79 22.78 
62 85.92 22.26 23.29 24.34 
63 . 90.16 23.84 24.93 26.03 
64 94.73 25.58 26.72 27.88 
65.... 99.68 27.45 28.66 29.89 

20-YEAR ENDOWMENT 
DIV. ON ISSUES OF 

Age Pren: 

1909 1908 1907 
21....$47.85 $5.78 $6.22 $6.67 
22 47.95 5.84 6.27 6.71 
23.... 48.06 5.91 6.33 6.78 
24.... 48.17 5.98 6.41 6.85 
25.... 48.28 6.05 6.48 6.92 
26.... 48.40 6.12 6.55 6.99 
27.... 48.54 6.20 6.63 7.08 
28.. 48.68 6.28 6.71 7.16 
29.... 48.84 6.37 6.80 7.26 
30.... 49.01 6.46 6.91 7.35 
31 . 49.20 6.57 7.01 7.46 
32.... 49.41 6.69 7.13 7.58 
ere 49.61 6.79 7.23 7.69 
3 - 49.86 6.91 7.36 7.82 
35 - 50.12 7.05 7.50 7.96 
36.... 50.40 7.19 7.64 8.12 
37.... 60.72 7.35 7.81 8.28 
38.... 51.07 7.52 7.98 8.45 
39.... 51.45 7.71 8.17 8.64 
40 51.88 7.89 8.36 8.84 
41 52.34 8.11 8.58 9.08 
42.... 52.87 8.33 8.82 9.32 
43.... 53.44 8.59 9.08 9.59 
44 . 54.09 8.85 9.36 9.88 
45.... 54.79 9.15 9.67 10.21 
46.... 55.58 9.48 10.02 10.58 
47 . 56.45 9.85 10.41 10.98 
48.... 57.42 10.26 10.83 11.42 
49.... 58.50 10.70 11.31 11.92 
50 . 59.68 11.20 11.82 12.45 
51 60.99 11.74 12.38 13.03 
52 62.42 12.3 13.00 13.67 
_ See 64.00 12.98 13.66 14.07 
54 65.74 13.69 14.41 15.13 
5d . 67.66 14.46 15.20 15.95 
56.... 69.76 15.30 16.07 16.86 
57 - 72.07 16.22 17.04 17.86 
58 . 74.60 17.24 18.03 18.95 
59 . 77.38 18.35 19.34 20.15 
60.... 80.42 19.56 20.49 21.43 


Bohm Again Changes. 





Julius Bohm, formerly Pacific Coast 
manager for the Columbian National 
Life, and more recently general agent 
in Illinois for the State Life of Indi- 
ana, has been appointed associate gen- 
eral agent of the Illinois Life in Chi- 
cago. His agency will be conducted 
separately from that of James L. Fer- 
guson, althougb headquarters will be in 
the same building. 














NOW ORCANIZINC 
THE CITIZENS LIFE INSURANCE COMPANY OF AMERICA 


Home Offices—Reading, Pa. 
THE READING FINANCE AND SECURITIES COMPANY, INC., Fiscal Agents 
Suite 300-303 Colonial Trust Bidg., Reading, Penna. 








———ee 








Flat Medical Fee. 





Commencing with September 1, 
agents of the Security Mutual Life of 
Binghamton are required to reimburse 
the company for medical fees on “not 
taken” policies. The rate charged for 
medical fees in the future will be $5, 
— of the graded charge hereto- 
ore. 





Business in its personal accident de- 
partment, the Travelers reports, is 
“coming in good volume.” The Com- 
pany is out “to establish this year a 
new record in accident premiums.” 





When finally organized the Lumber- 
man National Casualty & Life Insur- 
ance Company, of Portland, Oregon, 
plans to have a capital of $500,000 and 
a surplus of $300,000. It will hardly 


begin operations before the first of the | 


pew year. 





HARTFORD 


Life Insurance 
Company 


Chartered and doing business 
43 years 


Ask about the new 


Monthly Income Policy 





Easy to sell because best to BUY 


For agency contract address 


Second Vice-President 
Hartford, Conn, 
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MORTALITY INVESTIGATIONS 


WRONG IMPRESSIONS FORMED. 





Companies Accept Risks Feeling Sure 
Only as to Probable Average Death 
Loss. 





A recent issue of the Saturday Even- 
ing Post thus facetiously or flippantly 
discusses mortality theories as em- 
ployed by life insurance companies: 

“Given a certain number of men of 
a certain age, they can tell, practically 
to a dot, how many will die this year, 
how many next year and how many 
the next year. More than that, by com- 
paring the records of millions of in- 
sured persons, they have reached 
mathematical conclusions as to how 
certain occupations and physical con- 
ditions affect longevity—for example, 
how long ten thousand tailors who are 
short and fat and have cancer in the 
family will live, as compared with ten 
thousand lean farmers, each of whom 
lost a grandfather by tuberculosis. 
This wonderful actuarial knowledge 
steadily progressed as more and more 
records are compared; and it is a 
rather uncanny thought that the life 
insurance companies can look us over, 
ask us a few questions and hand us an 
accurately dated ticket to the under- 
taker.” 

Based on Averages. 

The foregoing expresses much of the 
popular view of mortality statistics but 
it is an incorrect view. The last state- 
ment in the quotation implies that the 
life insurance company is able to de- 
termine in each case the future longevi- 
ty of the individual. In passing upon 
a risk, the company does not under- 
take to say whether the individual will 
live long or die soon; it simply deter- 
mines whether or not his physical con- 
dition and family history would rate 
him as a standard risk. He may fall 
below the standard and be rejected, but 
it does not follow that he will be short 
lived. In fact the rejection of a risk 
has often had the effect of prolonging 
the life for the simple reason that the 
rejected applicant, being forewarned, 
thereafter avoids all excesses and ex- 
posure, and takes all proper precautions 
for the preservation of his health. The 
purpose of the company is simply to 
exclude all risks that do not come up 
to the standard; and though some of 
the latter may live to old age, the gen- 
eral result is that in a thousand re- 
jected risks the mortality would be far 
heavier than in a thousand risks rated 
as standard. 

Specialized Investigations. 

The item likewise expresses the er- 
roneous idea as to what has been ac- 
complished in recent years by investi- 
gations into the mortality of a vast 
number of lives, and the error therein 
expressed is one very generally enter- 
tained even by insurance people. The 
specialized investigations of the Ac- 
tuarial Society of America show for 
example that in ten thousand persons 
“who are short and fat” the mortality 
in the past has been at a certain rate. 
It does not follow, however, that short 
and fat people generally will have no 
higher rate of mortality, for the com- 
panies keep in mind that the lives in- 
vestigated by them had been accepted 
as insurance risks because exceptionally 
good in other respects. The actuarial 
investigation shows the rate of mor- 
tality that has been experienced in a 
large number of lives that had a family 
history of certain supposed hereditary 
diseases such as cancer or tuberculosis. 
The mortality has perhaps been much 
lower than anticipated, but it does not 
follow that it will do now to accept 
such risks indiscriminately; for these 
same lives were accepted because of 
superior excellence in other respects. 
The purpose of such investigations is 
merely to collect data from which the 
medical director may judge of any par- 
ticular risk under investigation, and 
this he will do by considering, not 
simply whether the applicant is fat or 
lean, or whether certain diseases have 





been hereditary in the family, but will 
also consider all other facts which may 
affect the possible longevity of the indi- 
vidual. He will keep in mind that fat 
men in general cannot be expected to 
make as good a record as that made by 
those upon whose history his tables are 
based, for the latter were better risks 
than the average in other respects. 





THE FRANKLIN LIFE DEAL. 
“The Indicator’ Scores Parties to 
Transaction and Department Which 
Permitted It. 





Under the heading “The Looting of 
An Insurance Company,” The Indicator, 
of Detroit, in its issue of September 6, 
notes the “swallowing up” of the old 
Franklin Life of Springfield, Ill., by a 
newly organized stock company of 
Chicago, formed, it is said, for that 
purpose. 

The facts in the transaction are well 
known to the readers of The Hastern 
Underwriter, but the following comment 
by “The Indicator” will be read with in- 
terest: 


“The net result of the deal appears 
to be, therefore, that a new company, 
with a capital of $100,000, comes into 
possess‘on of an established office with 
assets of nearly five and a half millions, 
an annual income of about $1,500,000, 
a net surplus of about $800,000 includ- 
ing assigned and unassigned funds, and 
insurance in force of approximately 
$40,000,000, for which nothing whatever 
was paid to the owners of the company, 
viz., the policyholders. It is estimated 
by two presidents of other companies 
and two independent actuaries that the 
plant and surplus of the company 
would certainly be worth a million dol- 
lars, an estimate which is considered a 
very conservative one, considering the 
value of the insurance in force and of 
the agency plant of a growing com- 
pany. And yet this valuable plant was 
transferred from the rightful owners, 
the policyholders, to the stockholders 
of the new company without any mone- 
tary consideration whatever. The 
clause in the articles relating to the 
equities of the policyholders in the 
surplus is mere verbiage and binds the 
company to nothing definite. There 
was abso‘utely nothing to be gained by 
the policyholders through the merger 
as they did not need the additional se- 
curity of the capital stock. What they 
did need was the assurance that the 
company would deal honestly and 
equitably by them, but instead of that 
they were betrayed by men who were 
being paid splendid salaries to protect 
their interests. 

“The query naturally arises, how 
could the Insurance Department of II- 
linois permit such a rotten deal as this 
to go through? And yet the articles of 
consolidation and charter bear the 
words, ‘Approved July 29, 1910. Fred 
W. Potter, Insurance Supt.’ Was Mr. 
Potter asleep or were his eyesight and 
judgment in some way obscured? 
However that may be, we predict that 
the shrewd financiers who engineered 
this deal through will not find othe: 
insurance departments as complaisant 
as was that of IHinois. Already Insur- 
ance Commissioner Barry of Michigan 
has taken action.” 





Goes With Travelers. 





Robert H. Jessup, a well-known and 
successful life insurance man of Scran- 
ton, has joined the forces of John W. 
Dusenbury, manager in that city for 
the Travelers. Mr. Jessup will write 
life and accident insurance. 





According to the “Insurance World,” 
W. E. A. Wheeler, formerly president 
of the Union. National Life, of Phila- 
delphia, was in Pittsburgh “last week, 
interviewing several investors in his 
company, now in the hands of a re- 
ceiver. Mr. Wheeler expects to start a 
mutual company that will be able to 
‘ake tne Union National out of the 
hands of the receiver.” 








State Mutual Life Assurance Company 
OF WORCESTER, MASS. 


BURTON H. WRIGHT, President 
New Business Gains 


53% - Increase 1909 over 1908 - - - . 53% 
30% - Increase 6 Months 1910 over 1909 - 30% 


(Paid-tor Basis) 


13% - Increase 6 Months 1910 over 1908 - 73% 


(Paid-for Basis) 


THERE’S A REASON 
EDGAR C. FOWLER, Superintendent of Agencies 











TEXAS 


The Best Life Insurance Field in the Country 


Southwestern Life Insurance Co. 
Home Office: DALLAS, TEXAS 
The Best Company for Policyholders and Agents 


Liberal Contracts Fair Treatment 
Established 1903 
ADMITTED ASSETS, DECEMBER 31, 1909, $1,029,452.00 








A MESSAGE FROM THE 
Minnesota Mutual Life Insurance Company 


E. W. RANDALL, President 
ORGANIZED 1880 


ST. PAUL, MINN. 


The advertisements in this journal show that all companies “ want agents.”" In many 
cases the connection you desire, the position you can fill is notopento you. Assuming 
that one company can pay as much for business as another, it depends then whether this 
Company is willing, for reasons of its own, to pay you more for certain work it wants done, 
than willanother company. We have no way of knowing that you contemplate a change, 
that you are not entirely satisfied If you will give us the high sign, we will be pleased to 


show you what we have to offer. Men of large caliber wanted in Michigan, Illinois, 
Nebraska, Missouri and Pennsylvania. C. P. WILLIAMS, Agency Manager, St. Paul, 
Minnesota. 














RESERVE LOAN LIFE INSURANCE CO. 


Indianapolis, Ind. 


Assets $2,127,667.58 - - Liabilities $1,891,363.65 
Surplus to Policyholders $236,303.93 


For Territory, Address 




















The Bankers Life Association of Des Moines 


A Mutual Association of Preferred Risks. Exceptional record for 20 years for 
Low Rate of Mortality. Prompt Payment of Claims, Economy of Management, 
Security of its Funds and Satisfactory Results for its Policy Holders. 


Gross Assets January J,1910 - - - $45,338,923.92 


ERNEST E. CLARK, President 


CLINTON L. BOOTH, General Agent, 246 Arcade, Cleveland, Ohio 
GEO. HAYWOOD, General Agent, 624 Trioune Bldg. New York, N. Y. 














WANTED! 
_ Stock Salesmen! 





BIG MONEY 


FOR MEN THAT CAN CLOSE BUSINESS 





INQUIRIES TREATED CONFIDENTIALLY 





Address “ BIG MONEY” 
eare of THe Eastern UNDERWRITER 
105 William Street, New York City 
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(Continued from page 2.) 
mand in order that he may exert the 
proper influence over his mind at the 
critical moment. It is safe to say that 
there is no occupation in existence in 
which success depends in greater meas- 
ure upon the mental attitude than in 
that of life underwriting.” 

MR. BARRY’S ADDRESS. 

A considerable portion of the address 
of James V. Barry, Insurance Commis- 
sioner for Michigan, was devoted to a 
discussion of the organization of new 
companies and the work of the profes- 
sional promoter. 

As to the relationship between de- 
partment and field he said: 

“The insurance department and the 
field is a most comprehensive topic in 
these later days. Time was, not so 
long since, when it was far more re- 
stricted ir ts application. Once, by 
common insurance supervision 
sought to concern itself with 
the solvency p Now, 
1imous con- 
or less to 
the business 
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that those dependent upon him, wilt 
be taken care of after he is gone. Of 
course, I realize that certain forms of 
life insurance have many advantages 
nowadays to the man while he is living, 
but I think most men look upon life 
insurance as a thing that becomes 
operative only after they are dead. 

“As I see it, an insurance salesman 
must do five things: 

(1) Get hold of his prospect. 

(2) Convince him that as a general 
proposition life insurance is a good 
thing. 

(3) Convince him that 
pany’s policy is best for him. 
(4) Get the order signed. 

(5) See that the policy doesn’t lapse 
at the end of the year. 

Getting Hold of Prospects. 

“There are many ways of getting 
hold of prospects, but I think that most 
insurance companies have overlooked 
the best way, which is advertising or 
publicity, if you please. Now adver- 
tising is nothing but salesmanship. 
The two are identical, except that in 
advertising you are talking to thous- 
ands of people at a time, while a sales- 
man usually talks but to one or two 
people at a time. In other words, ad- 
vertising conducts a public school while 
salesmanship gives individual lessons. 
The object of advertising and sales- 
manship is to teach people to believe 
in you and what you have to sell, so 
that the word “teaching” is a substi- 
tute for both advertising and salesman- 
ship, because when you get right down 
to the bedrock of the thing, teaching 
is what we do when we sell goods o. 
when we advertise, and teaching is 
what you must do to convince any one 
that you are right. You teach them to 
see things your way.” * * * 

Advertising for Men. 

“I never believed in advertising for 
1 great number of men, because I have 
found that good men don’t go where 
men are wanted in droves. If I needed 
id salesmen, I would only advertise for 
one or two, because you will probably 
get many times ten applications, and 
you can easily select 10 men from the 
») apply, but if you go our 
advertise that you want 10 men, or 
25 men, it doesn’t look like a very staple 


his Com- 
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proposition I never believed in ad- 
tising f nen under a_ fictitious 

4 or to a them to reply to ABC, 

4 Hera Office, or anything of 
at nd I believe your business 

d nt and the empl lent respect- 
le at you ought to sign your own 
nam o ti advertisements for men, 


because good men are attracted largely 
haracter and standing of the 











) rn who wants to employ the men. 

for the employment of men. 
Training. 

“Next to employing good men is the 

ance of training these men I 

many a man who failed would 

succeeded if had had the proper 

=< I -onceive ot no business 

training would be quite as valu- 

f would be in the life insur- 

ance business. You can teach your 

lesmen so much ahout the businecan 

that will put them six month ra 

ihead of where they would be if 

spended upon their own ability to 

pic ip this knowledge from their daily 

yeriences I have always been im- 

ed with tne insurance man who 

ew his busine and who didn’t hav: 

go to,the Main Office to be able 

te inswer a question put to him. 


Proper training will equip him to meet 


all objections 


Supervising. 
Now after men are employed and 
erly trained, they need supervision. 
That where the ability of the man 
oW elf It ability to 


deal with different temperaments and 
hi ich one successfully. In that 
connection I have found that words of 

aise are just as necessary as words of 
ensure or criticism. It is the duty of 
he manager to know when to apply 
either one I always believed in pub- 
licity of salesmens’ work, because men 
will often work for honor where they 
wont work for money. They like to 


| 
stand at the head of the list and they | 
work harder to have their name printed 
at the top, or near the top, merely be- | 
cause it is printed and sent out, than 
for any other reason. 

“I believe in offering prizes for good 
work when the business is of such 
character as justifies it.’ * * * 

Criticisms of Insurance Men. 

“I believe that some of the faults 
of insurance men I have met are as 
follows: | 

(1) They are entirely too technical. 
They will talk about things they under- 
stand but that the prospect knows 
nothing about, such as endowment, ton- | 
tine, old line, straight life, etc. 

(2) They are over-persistent. Some 
do bore busy business men because 
they don’t know when to make the ap- 
proach or to leave the prospect. 

(3) There is too much “knocking” 
among life insurance men. “Knocking” 
never pays. A knocker, properly de- 
scribed, is a thing that hangs outside 
a door. It doesn’t pay to “knock” 4)! 
competitor. If you are asked about 
some other insurance man’s proposition, 
say something favorable about it and 
then show the advantage of your own 
policies. 

(4) Over-selling. Trying to sell a 
man more insurance than he can prop- 
erly carry, which often results in great 
harm to the insurance business. 

(5) Some salesmen don’t give the 
other fellow a chance to talk at all. 
Many men will sell themselves if not 
talked out of it. 

(6) Too many propositions and op- 
tions, which are confusing.” 

Prize Essay Winners. 

Tke winners in the prize essay con- 
test subject “The Appeal That Per- 
suades In Soliciting,” were as follows: 

First Prize—Calef Cup, C. L. Wil- 
liams, Omaha; second prize—Ben Wil- 
liams Vase, F. A. Hilton, Detroit; hon- 
orable mention, W. A. Wright, Buffalo. 

Mr. Williams is a son of C. P. Wil- 
liams, home office agency manager of 
the Minnesota Mutual L ‘fe. 

Officers Elected. 

Officers chosen for the ensuing yeai 
were as follows: Henry J. Powell, 
Louisville, Equitable of New York, 
president; John D. Spencer, New York 
Life, Salt Lake City, first vice-presi- 
dent; J. J. Jackson, Aetna Life, Cleve- 
land, second vice-president; William 
McBride, North American, Winnipeg, 
third vice-president; N. D. Sills, Sun of 
Canada, Richmond, Va., secretary; Eli | 
D,. Weeks, Phoenix Mutual, Litchfield, 
Conn., treasurer. 


Chicago captured the convention for 
1911. 

The gathering closed with a banquet 
at the Hotel Pontchartrain which was 
attended by over 300 delegates and 
riends 





1860 50th Year 


Home Life 
Insurance 
Company 


of New York 


GEORGE E. IDE, President 


ABBCES.. occ cccevccccee -$29,626,018.63 
Liabilities (including Di- 

vidend Endowment 

Fund)..... cccscccces 21,858,691.52 
Dividend Endowment 

Fund (Deferred 

Dividends)........... 2,119,044.00 
eee 1,767,327. 11 
Insurance in Force... .. 92,532,583.00 


1910 


The 50th Annual Report shows a 
gain in the amount of insurance in 
force; that assets were increased 
over $1,917,117.00 and that over 
$655,149.17 was added to surplus ac- 
count. 
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HINTS TO BUSINESS GETTERS 





for the “Hints” contained in this de- 
partment for the current week, we are 
injebted to Frank H. Sykes, secretary 
of the Literary Department of the Fi- 
delity Mutual Life. They are pointed 
paragraphs from discussions by practi- 
cal field men at the Leaders Club 
Convention of the company, held at 
Philadelphia and Atlantic City, Septem- 
bel 1-6: 

Men owning their own 

Life Insurance homes are universally 
For conceded to be our best 
Mortgages. citizens. It is an indica- 
tion of thrift. It shows 

that the man believes in himself and is 
hopeful of the future. It fosters a 
healthy family pride. The attitude of 
the mind toward life of such a man 
furnishes the best possible ground for 
the life agent to cultivate. This is pecu- 
liarly true of those men who have 
bought their homes by paying only part 
cash and the balance by mortgage. The 
mortgage stands for the money the man 
is going to earn if he lives. He must 
live to earn it. The life insurance poli- 
ey capitalizes the earnings at once. It 
says, “I guarantee that you shall ac- 
cumulate this number of thousands of 
dollars.” It is immediate, it is absolute, 
it is contingent on nothing except the 
payment of a small premium. Coupling 
the insurance policy with the mortgage 
makes a safe and sane proposition. The 
man has insured his home to his family. 

No bank would loan upon a house un- 
less that house were insured against 
destruction by fire. From the stand- 
point of wife and children there is even 
greater reason that the debt on the 
home should be protected for fear the 
or one capable of paying that debt 
should not live long enough to do so. 
Get the life policy back of the mortgage 
cuaranteeing to wipe it out if death in- 
tervenes.—E. S. Gordy, Connecticut. 

\ few years ago I hired a man to 
drive me through the country. After 
two days of fruitless effort we drove up 
to a farm that looked promising to me. 
My man advised against the waste of 
time, as he said every insurance man 
in town had worked on that fellow. 
However, I went in. I found that the 
farmer had a mortgage of $2,500, and 
he felt that that was enough burden 
without taking on insurance. I asked 
him if he thought his wife and three 
young children would be able to run 
the farm and work out the mortgage 
iy he should die. This I followed up 
by impressing: him that the mortgage 
itself was a strong reason why he 
should have the protection. He com- 
meneed to show interest, but his wife 
trenuously objected. I got him aside 
and showed him that the responsibility 
was his, and that he should make his 
own decision. The outcome was that 
| wrote that man, and he died a short 
time afterward, leaving an indebtedness 
cf $1,900 on his farm. In paying that 
claim I made it an object lesson in that 
community, and wrote eleven applica- 
tions on the strength of it-—H. A. Calo- 
han, District of Columbia. 

e ” a 


As a general rule new 
Selecting agents can be developed 
An into successful producers 
Agent. only by experienced and 
well-posted agents. It is 
not sufficient to contract with a new 
agent and then only theoretically in- 
truct him, He must be given practical 
training as well. 
rhe best agents, like the best wives, 
are not found by looking for them, In- 
duce a man to apply for a policy on 
his own life and pay you the premium 
in cash and you have found a man who 
helieves in life insurance strongly 
erough to recommend it to others. The 
only remaining question for you to de- 
cide is his fitness for selling it. This 
method commends itself because it is 
reasonable, practical and inexpensive, 
hut by whatever methods new agents 
may be secured the real work has just 
becun when the contract is closed. The 
net result will depend very largely upon 
the assistance given him at the outset. 
The statement that successful life in- 
surance agents are born and not made, 





I am sure, is not true. The bulk of the 
world’s work has ever been done by 
men of average ability and not by the 
few prodigies, so while looking for 
agents let us not overlook the man of 
average ability—E. L. Ragland, Mis- 
sissippi. . 
= a + 
It is needless to say that 
Organizing enthusiasm is necessary 
An to the existence of a 
Agency. healthy and growing 
agency. Like steam in a 
boiler it cannot be gotten up in a min- 
ute or maintained without fuel, and any 
manager who secures a good man and 
leaves him to generate his own enthu- 
siasm does his agent an injustice. 

I believe one of the best ways to 
arouse and keep up enthusiasm is 
through a weekly bulletin. Of course, 
that must be of the live, wide-awake 
variety. Give the relative standing of 
the producers, in that way arousing a 
sirit of rivalry. Cite experiences that 
will be helpful, write things that will 
tend to develop loyalty. Try to have 
every man connected with your agency 
a loyal one. Never under any circum- 
stances criticize the head office before 
an agent or permit a criticism without 
defense. The manager should never al- 
low himself to get away from writing 
personal business. He is expected to 
write business, to be a good closer, and 
he should be. Helpers can often be de- 
veloped into good agents. If worked 
systematically, this is one of the best 
ways to train agents. You can get 
pienty of men to make contracts and 
take supplies, but one thing is neces- 
tary with new men, and that is that 
you work with them. They need train- 
ing, and if you don’t give it to them 
they are apt to leave the business.—H. 
Jones, South Carolina. 

To do clean work we must have clean 
workmen. Of the changes that have 
recently taken place probably the most 
pleasant one to us personally has been 
the change in personnel of the men in 
the business. The general public now 
records a life insurance man higher re- 
spect. If you employ a man inexperi- 
enced in life insurance, but who has 
hed a good position with a comfortable 
salary, stand by him. work with him 
and help him. Assist him in developing 
any original ideas and convince him 
that with an equal amount of applica- 
tion the work affords boundless oppor- 
tunity. 

A class of men I consider very valu- 
able material is school teachers. They 
are at leisure three or four months of 
the year and can be induced to enter 
life insurance work for this period. It 
often proves so attractive that it is 
made a permanent thing. Don’t make 
a contract with a man and then leave 
on the next train; stay with him, help 
him for a few days, and when you leave 
him, leave him with enough enthusiasm 
te last for the next thirty days. The 
man who lacks faith either in himself 
or the function of life insurance will 
never feel the fire of enthusiasm.—J. W. 
Kirgan, Ohio. 

As against the obnoxious practice of 
making advances it is without doubt 
better so to train an agent that he will 
need no advances. Go out and work 
with your men and teach them by ac- 
tual experience how to approach a pros- 
pect, the most effectual manner in 
which to present the contracts, and 
how to create the desire. Business will 
then follow in good measure. Make 
every agent feel that your assistance is 
of more value than an advance and that 
his connection with you is indispensa- 
ble to his success. The _ successful 
agent of the present time is a man of 
affairs capable of meeting others on an 
equal basis. He must be both progres- 
sive and aggressive; he must keep in 
line with the upward trend of things.— 
EF. J. Sheffield, Massachusetts. 

. . . 


We asked our agency 

Seeing force to agree to see six 
People people a day every work- 
Plan. ing day in the month 

and interview them on 

the subject of life insurance. The pro-| 





fl auction was sufficient to show us that 


the plan is a good one. We offered a 
prize to be awarded on the following 
basis: 

(i, One point to be credited for each 
interview, the name and address to be 
reported at the end of the week. 

(2) One point for each dollar of pre- 
mium on deiivered business. 

The prize-winner, Mr. Fennell, re- 
ported 99 interviews and wrote 11 ap- 
plications for $38,000. His commissions 
amounted to $819.81, or $8.28 for eacn 
call. Mr. Brice was second with 53 
interviews and 6 applications for $26,- 
000 of business. His commissions 
amounted to $439.80, neting him $8.29 
per call. Mr. Fennell worked in the 
city, while Mr. Brice operated in the 
rural districts. It would appear that 
while more people can be seen in the 
city the results are practically the 
same. Results of the contest were not 
only satisfactory, but the most gratify- 
ing thing was that in July our business 
was over 100 per cent. in excess of that 
of July, 1909, largely due, we feel con- 
fident, to the fact that the men had 
acquired the habit of regularly and pe: 
sistently interviewing people. It has 
demonstrated to our entire satisfaction 
that a given number of interviews pro- 
duces an average amount of business.— 
D. R. Midyette, Virginia. 

Every agent knows that one cannot 
write life insurance without seeing 
people. They will not come to you. 
While my time is now more or less 
taken up looking after our agents, I 
am, nevertheless, averaging from one 
to three interviews daily, and it is my 
intention later on to increase that 
number. Any man who will start out 
with a definite plan of securing five or 
six interviews daily and wil: stick to 
his determination will find himself on 
the high road to prosperity. When an 
agent has insured his first one thous- 
and people he has an asset of inestima- 
ble value. I have found it profitable 
to call on my old policyholders at least 
once a year.—A. V. Weil, Illinois. 

My plan of seeing people is to call 
on them once and give them all I have 
on the first interview. Then, if I fail, 
I drop their names and work on new 
material. Out in the small towns in 
the West I find that while an agent is 
going back time after time to inter- 
view a prospect he might be writing 
two or three new ones. I have confined 
my work this year to three towns, each 
with a population of less than 300, and 
have written over $100,000, and expect 
by January 1 to get at least $50,000 
more.—G. H. Ahl, Minnesota. 





A charge of $400 per cab is now de- 
manded by liability insurance compa 
nies for New York City taxi-cab busi- 
ness. 
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Philadelphia Life, 


OST agents take a vacation during a part of 

the Summer months. The agents of the 
having the 
direct contract with the Company, can generally 
be placed in territory where they 
vacation and at the same time have the advantage 
of writing business and making money. 


Write PERRY to-day for contract. 
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may enjoy a 

















The right kind of men can secure the 


right kind of direct contracts in un- 


occupied territory by corresponding with 
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“THE APPEAL THAT PERSUADES IN SOLICITING”* THREE HUNDRED MILLIONS 





By C. L. Williams, Omaha, Neb. 


A life insurance policy is ‘ta contract by 
which a company, in consideration of cer- 
tuin premiums, agrees to pay a definite sum 
at the death of the person whose life is 
insured, either to his estate or to his ben- 
eficiary.’’ Life insurance creates an estate 
of a definite amount from the date of the 
policy; an estate that may be willed or given 
as any other estate; an estate to be made 
tangible in the most convenient form—actual 
cash—upon the death of the imsured. This 
estate will remain intact if the premiums 
ure paid. Any estate has its costs, taxes 
and expenses. If the owner does not pay, 
he loses; and so with life insurance, the 
cost must be paid. The percentage of costs, 
however, is fixed and definite and, above all, 
ft is low. 

The real appeal in soliciting life insurance 
is the definition of the thing itself, the im- 
mediate creation of a definite estate to be 
paid at the time of the one sure event in 
the lives of all. In this day of participating 
and non-participating insurance, and of a 
score of forms of policies, we who solicit 
dwell so much on minor details that we are 
apt to overlook the fact that we are selling 
an estate. 

The Insuring Public. 

The insuring public may be divided into 
three classes. The first class buys insur- 
ance to protect those dependent upon them 
for support. The second class buys imsur- 
ance as an investment, not an income deriv- 
jag investment, to be sure, but for the pur- 
pose of amassing money. The third class 
buys insurance to assure to themselves a 
competency in their old age. 

Capitalize Self 

The first class of buyers insure because 
of the uncertainty of each individual's length 
of years of production. Such a buyer ascer- 
tains his worth as a producing power for 
his family. He capitalizes himself for the 
amount that he can afford as an estate that 
will come nearest earning just what he is 
earning for his family. His is the senti- 
mental side, perhaps. His love for his fam- 
i'y, the most sacred of emotions, points out 
his duty to them, and he does not shirk. 
He foregoes some of the transitory pleas- 
ures during life that he may bave the as- 
surance that when his productive activities 
cease, those for whom he works, whom he 
loves, shall have protection against financial 
suffering. ‘ 

The second class, those who buy insurance 
es an end toward amassing money, do it be- 
enuse they realize the uncertainty of busi 
ness ventures.’ They do not feel the need 
cf protection for their families, as do the 
first class. Their families will have suffi- 
cient to prevent suffering or even a lowering 
of the standard of living to which they have 
heen accustomed. When these men read 
their Dun’s and Bradstreet’s reports and see 


*Awarded first prize in essay contest of 
National Association of Life Underwriters. 


Home Office Position. 

Elsewhere in this issue one of the 
well-established, successful life insur- 
ance companies advertises for a home 
office superintendent of agencies. The 
opening is a good one for the right 
man. 





Capital Impaired. 





Stockholders of the St. Louis Na- 
tional Life have been called upon to 
make good an impairment of some 
$20,000 in its capital, decrease the capi- 
tal so as to provide a surplus, or liqui- 
date its affairs. The capital is now 


the large percentage of failures in all lines 
of commercial enterprise, they buy life in- 
surance for the nest egg, a provision which 
will take care of all contingencies that 
may arise. 

In this second class are men who, as heads 
of large enterprises, capitalize their work- 
ing powers by buying life insurance, just 
as they buy tire insurance on the plant. 
They are part of the working machinery. 
Their loss would mean a loss to the busi- 
ness. There are also men to carry a large 
irsurance in favor of the companies or cor- 
porations of which they are the heads, to 
ehtain a larger credit. If they live, their 
brains will win and the business succeed. 
If they die, the estates made by the insur- 
ance on their lives will step in and fill 
the place. In these two last mentioned in- 
stances, the private estates of these men 
are also increased.. 

We know of many thousand live, progres- 
sive, yet conservative men in all walks of 
life, who carry large amounts of life insur- 
ance, Tanging as high as four million dol- 
lars. These men have daily and almost 
hourly opportunities to invest. The argu- 
ments that the solicitor may advance in his 
efforts to sell policies fade, when compared 
with what these men have done, and, by 
the doing, have shown to be the best and 
safest investment known to them. 

The third class feels both the other mo- 
tives, perhaps. But predominant with such 
a person is the idea of what may become 
of him when his earning ability has di- 
minished or ceased. He knows the uncer- 
tainties of life and the business world. He 
feels that as long as he has health he can 
earn a good living. But he knows the in- 
clination to live up to the limit of his in- 
come, nd so he lays aside a portion as 
an estate which, if he lives, he is to have 
for himself as the fruits of his days of 
earning, at a time when he can no longer 
earn as he once could. 

Many men say, “I have to die to beat it,” 
“T can do better with my money if | live.” 
That is no argument. They have to die; 
why not beat it! Certainly it will take 
longer to do better, to create ag large an 
estate as they can create immediately by 
buying insurance. They will leave what 
they make, that with which they expect to 
do better. They can not take it with them. 
Life insurance guarantees their expectations. 
They know if they will only stop to think. 
that the time must come when they will | 
cease to live and earn, when their brains | 
und energy and ambition will cease to be 
factors. To urge them to capitalize their 
brains, and their energy and ambition, is 
the one great argument. Make them see be- | 
fore all else that NOW, TO-DAY, they can 
create a definite and sure estate, that is in-| 
disputable, safe, conservative; and that es-| 
tate being immediately converted, at death. | 
into cash without discount, may save their} 
other investments from sacrifice at forced | 
sales | 











$200,000, and by reducing it to $100,000 
a surplus of $80,000 would exist. 





Autoists Sued for $40,000. 
eed | 

Thaddeus Sweet and Menzo Murgit- | 
troyd, prominent residents of Fulton, | 
N. Y., have been sued for damages ag. | 
gregating $40,000, as the result of a road 
accident at Baldwin on May 22 last, | 
in which Mrs. Betty Cooper was killed. | 
The complaint alleges that the horse 
Mrs. Cooper was driving became fright- | 
ened at an automobile driven by the} 
defendants, and running away caused | 
Mrs. Cooper’s death. 
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Mutual Life Insurance Company 
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1 WANT YOUR BUSINESS—CAN I GET IT? | 


Was Incorporated in 1862 under Massachusetts laws 


TH e WHY j Is the largest Massachusetts Company 


Is the strongest Massachusetts Company 


THE COMPANY | Its Premium Rates are low 


Its Dividends are unexcelled 

THE HOW { one gree Sealiity for quick results | 
THIS AGENCY | [oll regener 

DO YOU KNOW OUR 18 PAYSIENT LIFE RATES? 





Telephone 6030—6031 Cortland 





WILLIAM N. COMPTON, General Agent 
220 BROADWAY, NEW YORK CITY 








LARGE BUSINESS IN PENN’A. 
Commissioner McCulloch Estimates 


Life Insurance Writings in Key- 
stone State for 1910. 


According to Samuel W. McCulloch, 
insurance commissioner for Pennsylva- 
nia, the aggregate writings of life in- 
surance companies doing business in 
the Keystone State for the year 1910 
will approximate, if not exceed, $300,- 
000,000, which would be an increase 
over the preceding year of $34,000,000. 


Mr. McCulloch bases his prediction on | 


the belief that companies wrote as 
much business during the first eight 
months of this year as for all of 1909, 
which was $266,000,000. 

On December 31 last life insurance 
in force in Pennsylvania amounted to 
$1,625,000,000, the net gain for the year 
being over $70,000,000. 


UNEXCELLED IN 
Favorable Mortality 
—AND— 
Economy of Management 
THE 


Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends 











The Commissioner says: 

“T think I am entirely safe in saying | 
that during the eight months of 1910 | 
the companies which underwrite life 
insurance in this State have written as | 
great an amount of business in the ag- | 
gregate as they did during the entire | 
year 1909. 

“During 1909 the total face value of | 
all life policies written in Pennsylvania | 
was $266,000,000, in round numbers, an | 
increase of $13,000,000 over the total of 
$253,000,000 in 1908. Judging from all 
data at hand, I believe the aggregate of 
all life policies written in Pennsylvania 
during the present year will be at least 
$300,000,000. We cannot tell, of course, 
until we receive the reports of the sev- 
eral companies next year. It is certain 
however, that a new high-water mark 
will be established in Pennsylvania life 
insurance.” 


RELIANCE LIFE 


PITTSBURGH 
Policies That Can’t Be Beat 


Assets 
Over Two and One-Half 
[lillions 


Exceptional opportunities for General 
Agents in 


PENNSYLVANIA 


OHIO, IOWA AND ALABAMA 





LIFE INSURANCE PRODUCERS 





Get busy. 


Progressive and yet conservative management of a 
life insurance company means success. 
Life Insurance Company is doing big things following 
out the above necessary idea. 

Don’t wait until tomorrow to write us for an 
agency appointment, but write today. 
Company that considers the agency force as the 
fundamental necessity for success. 
to work for a Company of that kind address 


THE CLEVELAND LIFE INSURANCE COMPANY 
H. W. Gennerich, Agency Vice President 


Join the prosperous and happy band 


The Cleveland 


We are the 


If you would like 


Cleveland, Ohio 








CAPITAL $1,000,000 


Management. 





Georgia Life Insurance Company 
OF MACON, GA. 


(Now Organizing) 
W. E. SMALL, President 


LIFE AND CASUALTY INSURANCE 
Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
First Class Openings in bothBranches for PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 


SURPLUS $500,000 











THEY’RE DOING IT! 
WHAT? 
Earning more money for less effort than ever before 


WHO? 
The men selling the policies of the 


UNITED STATES ANNUITY & LIFE INSURANCE COMPANY 


McCORMICK BUILDING, CHICAGO, ILLINOIS 


WHY? 
Annual dividend policies registered with the State of Illinois. Expense of 
management limited. Liberal commissions. 
OPENINGS FOR STATE AND DISTRICT MANAGERS 
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AGAIN TO EXTEND BENEFITS 


IS DISABLED. 





WHERE ASSURED 





Metropolitan Life Canvassing Policy- 
holders With View of Inaugurating 
New Feature. 





For the past fifteen years or more 
the Metropolitan Life has granted vol- 
untary dividends to policyholders, in- 
creased policy benefits, decreased rates, 
etc., and it has now in contempiation 
the inauguration of a plan whereby the 
assured under its policies in the Ordi- 
nary Department may be relieved from 
the further payment of premiums 
thereon, where the holder is under 60 
years of age and is totally and perma- 
nently disabled by bodily injury or dis- 
ease, so that he will be permanently 
prevented from performing any remune- 
rative work or following any gainful 
occupation. 

The Company, before finally estab- 
lishing the plan, is addressing all 
policyholders to ascertain how many at 
present would be eligible for such a 
concession, or benefit, enclosing a card 
to be filled out by policyholders who 
would be affected. 

Some Benefits Granted. 

Although the policies in its Industrial 
department were non-participating un- 
der their terms, the Metropolitan has 
paid in voluntary dividends to policy- 
holders approximately $25,000,000. The 
company also gratuitously inaugurated 
the Mortuary Bonus system whereby 
policies in the Industrial branch which 
have been in force five years are upon 
becoming a claim paid a bonus of five 
per cent.; 10 years, 10 per cent.; 15 
years, 15 per cent.; 20 years, 20 per 
cent., etc. 

Another important concession to 
policyholders of the Industrial class 
was that granted in 1907, whereby 
benefits were increased 10 per cent. 





OBJECTIONS TO LIFE INSURANCE. 





That the field of objection to life in- 
surance, as encountered in the earlier 
days, has steadily narrowed down is 
obvious to the Prudential man of ex- 
perience. 

The campaigns of education -pursued 
for many years by the regular life com- 
panies. as exemplified in the countless 
object-lessons brought home to a 
formerly timid public have had the ef- 
fect of preparing the way for the Pru- 
dential debit-builder, until to-day there 
remain but few, if any, live, telling ar- 
guments to be directed against the 
sound life insurance policy, Ordinary 
or Industrial, as an “investment that 
ultimately excels.” 

But these objections, while lacking 
logical and sustaining support, find 
ready lodgment in the minds of many 
of the less informed, and must be met 
and overcome by the solicitor if he is 
to take rank among the successful. 

The new agent in his canvass is 
most liable at times to stumble under 
the weight of such objections as “I can- 
not afford life insurance,” “I do not be- 
lieve in it,” “I will insure some time, 
but not now,” “My wife objects to life 
insurance,” “Some one will have to bury 
me, anyway,” and others, upon which 
our field men contribute admirable 
articles. 

A thorough knowledge of the surer 
ways and means of opposing these ob- 
jections cannot be acquired by the new 
agent unless he is led to recognize that 
in his canvass he must expect to meet 
these very objections, as then only 
does he see the necessity of setting 
about to equip himself properly. 

It is submitted by the undersigned 
as a fact to be regretted that too many 
promising agents have failed because 
at the start they were not thoroughly 
drilled in the art of overcoming the 
“net” objections to life insurance, and 
this opinion also is held as accounting 
in a large measure for under-average 





production at the hands of many a| 
well-meaning agent now in the service. 

It is not unreasonable to assume that 
agents enter the business with the 
idea of becoming successful and not 
to fail. 

Painstaking effort at the outset to- 
ward mastering the details of the posi- 
tion ought to go hand in hand with a 
comprehensive understanding of the 
realities of the canvass, and if the new 
agent seems prone to overlook this re- 
sponsibility, time should be set aside 
in which to impress upon him the ob- 
jections to be encountered as well as 
the foremost arguments that experi- 
ence has taught. 

Show him that personal influence, 
founded upon health, character and 
enthusiasm, is a leading asset of the 
craft, and that a policy on his own life 
for use in canvassing not only makes 
good his own professions, but tends to 
soften the hardest objections with 
which he will have to deal. 

Point out to the agent that objec- 
tions are far from hindrances to his 
progress; that every discussion upon a 
controversial question arising in the 
canvass should add to his strength as 
a business-getter and that in the time- 
ly overcoming of obstacles lies his real 
worth to himself, his associates and 
the Company. 

Truly, a thoughtful survey of the 
behind-hand agent’s case may suggest 
careful training along this line or a 
course of well-directed office meetings, | 
if necessary, to fortify every agent as 
far as possible against haphazard 
methods when confronted by the ob 
jections to life insurance—J. H. M. i 
the Prudential Record. 








Colonial Life Items. 





The latest changes are: David Rein- 
harz appointed manager at Yonkers. 
Assistancy appointments: J. Mertz, Jr., 
Easton; L. Nathan, Town of Union; L. 
Schlattner, Yonkers; W. Thorpe, West 
Philadelphia; E. Krause, Newark. 

The Ordinary managerial is L. Jan- 
son, of Williamsburg, followed by G. 
W. Jewel, McKeesport; W. J. Burn, 
Brooklyn; J. McNiece, Hoboken; L. S. 
Brown, Pittsburg. Manager J. S. Hoge, 
of Atlantic City, holds Industrial lead- 
ership. After him may be mentioned 
G. W. Jewel, McKeesport; E. J. Kester, 
Allentown; G. W. Fenimore, Norris- 
town; E. W. Cranmer, Harrisburg. 

Assistant M. Weindler, of Hoboken, 
holds the Industrial record followed by | 
M. Cafiero, Brooklyn; E. J. Brown, At-| 
lantic City; G. L. Frank, Jersey City | 
Heights; C. H. Owen, Newark. G. 
Skuttleton of Brooklyn, leads in Ordi- 
nary. Next to him are: J. Doran, Wil- 
Mamsburg; J. L. McMahon, New York; 
M. Kasindorf, Williamsburg; C. A. 
Millhouse, Allentown. 

R. V. Curry, of Hoboken, heads the 
list of agents, followed by F. Tybesky 
North Philadelphia; A. Tiedeman, 
Biooklyn; A. M. Butterweck, Allen- 
town; R. Froemel, Newburgh. Agent 
Curry also leads in Industrial. Next 
to him are: F. J. Molesky, Allentown; 
A. Newman, Trenton; J. Brender, Ho- 
boken; J. Feldman, S. Klampar, New 
Brunswick. 








Duties of a Superintendent. 








As the management of the Public 
Savings Insurance Company of Indian- 
apolis sees it.—‘‘The chief duties of 
superintendents are to train, educate 
and develop the men that are placed 
under their jurisdiction to the highest 
point of efficiency in all branches of the 
business as insurance men, and we take 
this opportunity of briefly directing the 
attention of our entire superintendency 
staff to the importance of the above sug- 
gestions. 

“Careful training, supervision, en- 
couragement and instruction undoubted- 
ly represent the most of success to the 
superintendent that constantly applies 
such methods, as in so doing he nat- 
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HOME OFFICE BUILDING 





METROPOLITAN LIFE INSURANCE COMPANY 


The 
Metropolitan Life 
Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


a ee Pool 
The Company By the People 
—_-___For the People 


The Daily Average of the Company’s 
Business during 1909 was: 


456 per day in Number of Claims Paid. 


6,535 per day in Number of Policies 
placed and paid for. 


$1,463, 755.00 per day in New Insurance 
placed and paid for. 


$183,403.75 per day in Payments to 
Policyholders and Addition to Rv 
serve. 


$132,172.72 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 














T. WM. PEMBERTON, Ist Vice-President 


THE OLDEST Southern Life Insurance Com 


guaranteed, 
Assets December 31, 1909.... 


J. G. WALKER. President 


E. D. HARRIS, Secretary 
ORGANIZED 1871 


LIFE INSURANCE COMPANY 


OF VIRGINIA 
Home Office, Richmond, Virginia 


pany: 
THE LARGEST AND STRONGEST Southern Life Insurance Company : 
THE PIONEER Southern Industrial Life Insurance Company : 


Its Policies are clear and definite in their provisions, and their values are absolutely 


Liabilities December 31, 1909.........-.. +--+. .s+e..e-. 
Insurance in Force December 31, 1909................. 
Total Payments to Policyholders since Orgamization.................0cceseeesuns 


W. L. T. ROGERSON, 2nd Vice-President 


$5,372,691.00 
PTTITTIT TTT re 4,312,405.32 
WITTTITITITITT TTT iT Tee. 
9,820,412, 49 











LIFE INSURANCE COMPANY 
° 


F BOSTON MASSACHUSETTS 
GOOD AGENCY CONTRACTS TO GOOD AGENTS 
APPLY TO HOME OFFICE, 178 DEVONSHIRE ST., BOSTON 





FRANCIS MARSH, 


-OR TO 
W. N. COMPTON, General Agent, 220 Broadway, New York 
Mgr. for Eastern Mass., 120 Franklin St., Boston 
WHITE & FENWICK, State Agents, Union Bldg., 9 Clinton St., Newark, N. J. 
The Company issues the best and most liberal forms of Life, Endowment ard Term 
Policies, complying with the rigid requirements of the Massachusetts Laws 








materially in securing business. 


our terms to agents. 


COLONIAL TRUST ELDG. 





WE WANT HUSTLERS IN PENNSYLVANIA AND DELAWARE 


Have excellent proposition to offer men of ability in these states. 
Leads furnished to our representatives from Home Office, aiding 


DISTRICT MANACERS WANTED 
Send for our Guaranteed Dividend Coupon Policy and 


READING MUTUAL LIFE INS. CO. 


READING, PA. 


. . 











urally creates that intensive interest in 
the work that is necessary to success.” 





Two Applications a Day. 





The Colonial, in its Industrial De- 
partment, has been showing its agents 
the ease with which two application: 
a day may be written. Bven in the 
hot weather the majority of the staff 
could do it. The result has been whole- 
some inspiration and, with the advent 
of fall, the more systematic canvass 
will doubtless find every man equal to 
the task. 


The Ordinary written for the past 
quarter has been the largest of a like 
period in the company’s history, result- 
ing in marked enthusiasm. With many 
additions to each branch of the service, 
having a splendid summer record and, 
with a thorough organization, it is 
easily seen what a remarkable record 
will be made during the final quarter, 





The Great Western Life of Kansas 
City, Mo., has set the mark for new 
business at $1,500,000 during the 
months of September, October, Novem- 
ber and December. 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and pub- 
lished every Thursday by The Eastern 
Underwriter Company, a New York 
corporation, officeand place of business 
105 William Street, New York City. 
B. F. Hadley, President; G. A. 
Watson, Secretary 
The address of the officers is the office 
of this newspaper. Telephone 2497 
John. 

Subscription Price $3.00 a year. 
Single copies, 15 cents. 

/:ntered as second-class matter Jan- 
uary 4, 1907, at the Post Office at 
New York, N. Y.,; under the act of 
Congress of March 3, 1879. 


and Treasurer. 





HOME OFFICE AND FIELD. 





A noteworthy feature of the annual 
convention of Life Underwriters held 
in Detroit last week, was the manifest 
good feeling between agent and home 
office. Several life insurance company 
executives were in attendance by cour- 
tesy of the Association, while friendly 
and inspiring communications were 
read from George C. Markham, presi- 
ient Northwestern Mutual; John F. 
Iryden, president Prudential; John M. 
president Phoenix Mutual; 
, president National of 
president 


Holcombe 
Jos. A. De Boer 
Vermont; S. C. Dunham, 
Travelers; J. R. Clark, president Union 
Central; D. F. Appel, vice-president 
New England Mutual; lL. G. Fouse, 
president Fidelity Mutual; A. M. John- 
son, president National Life of U. S. A., 


and others. 


One company executive, W. C. Bald- 
win, president of the Pittsburgh Life & 
Trust, who addressed the assemblage, 
called attention to the need for co- 
operation between institution and 
agent, noting with pleasure the pro- 
gress made in this line during recent 
years. 


Certainly to no source can be attrib- 
uted more credit for this happy condi- 
tion of affairs than is due the National 
Association of Life Underwriters and 
the various local bodies comprising its 
membership. Its aim is for the best 
there is in life insurance. The elimina- 
tion of rebating, twisting and the more 
polished, but none the less demoraliz- 
ing work of the “abstractor;” not only 
the initiative in this work has been 
taken by the Life Underwriters’ Asso- 


ciation, but practically the entire bur- 
den. It may be pointed out that the 
men in the field are selfishly interest- 
ed, but not more so than the compa- 


nies 


hen again, in the improvement of 


the personnel of the field force as a 
whole, the Life Underwriters Associa- 
tion has been a decided factor. Men 
will “brighten” up some by rubbing 


against each other. 

Another way in which the influence 
of the men in the field has been felt is 
as regards legislation; the prevention 


of laws which while benefiting none 
would be detrimental to the business 
as a whole, and the. modification and 
repeal of laws enacted hastily to meet 
conditions where quick action was 
deemed necessary. 

It is a fact that not infrequently com- 
panies are judged by the character of 
their representatives, hence the great 
need for closer relationship between 
home office and field. 





PROPERLY INVESTIGATED. 





The life insurance fraternity will 
heartily approve the action of James V. 
Barry, insurance commissioner of Mich- 
igan in his investigation of the circum- 
stances connected with the merger of 
the old Franklin Life of Springfield. 
Ill., a mutual organization, with a new- 
ly formed stock company, the La Salle 
Life of Chicago. 

If the deal was a proper one, those 
who consummated it have nothing to 
fear and should welcome the approval 
of a man so highly esteemed as Mr. 
Barry. One thing is sure, i. e., he will 
give the company a “square deal.” 

On the other hand, if a sacred trust 
was violated in bringing about the mer- 
ger, State insurance department heads 
should insist on justice being done. 
The precedent is one which cannot be 
overlooked without the gravest danger 
to the business of life insurance, 


IS IT CONSTITUTIONAL? 








Through the attachment of his sig- 
nature thereto Governor Campbell made 
effective the new fire insurance law 
passed at the special session of the 
Texas Legislature. 

The new measure, which is a re- 
markable hodge-podge, in which sense 
and absurdity is blended, with the lat- 
ter quality predominating, unless the 
sponsors of the bill have a clearer con- 
ception of what they are driving at 
than can be gleaned from a study of 
the text, abrogates the former law 
wholly. 

Failing to qualify under the two- 
thirds act, the measure instead of be- 
coming immediately effective, does not 
become operative until ninety days 
after the adjournment of the present 
session of the Legislature. 

From a cursory reading of the law, 
some company executives express grave 
doubt as to its constitutionality, and a 
feeling of this nature would seem to 
have been possessed by those responsi- 
ble for its drafting, a clause of the 
measure providing: “If any part of this 
act shall be declared unconstitutional, 
it shall not effect the remaining provi- 
sions of the law.” 





Investigation Committee at Work. 





Thus far the Merritt Investiga- 
tion Committee, charged with probing 
“graft” in conjunction with New York 
Legislative activities, has had its atten- 
tion fully occupied in seeking to under- 
stend the profitable alliance between 
certain leading statesmen and the street 
railway magnates. 

Insurance affairs have not been touch- 
ed upon, though Chairman Merritt has 
addressed the leading commercial 
bodies of the State, requesting that 
they lodge with the committee what- 
ever complaint they may have against 
fire insurance men or institutions. 


REDUCED FIRE HAZARD. 





Efforts of Underwriters Responsible 
for Improved Conditions at Savan- 
nah Railway Terminals. 





Intelligently directed efforts to re- 
duce the fire hazard at the several 
railway terminals at Savannah, Ga., 
are underway,.and it is expected will 
be fully completed by October 15th. 

The work primarily is upon the cot- 
ton storage sheds of the Atlantic Coast 
Line, Seaboard Air Line and the Cen- 
tral Railway of Georgia. 

The improvements consist of clear 
space, where such is possible, and fire 
walls of sufficient dimensions at points 
where clear space is not to be had, 
owing to the storage requirements of 
the roads involved. In addition to its 
clear spaces and fire walls, the Central 
of Georgia has projected a stand pipe 
of big capacity along with a fire pro- 
tective system of merit. 

Two fire walls are under construc- 
tion by the A. C. L. They will both be 
40 feet high and 17 inches thick, of 
brick construction. The principal wall 
will extend through shed “B” to the 
switches opposite this building. There 
is no clear space at this point worthy 
of mention. The other wall will ex- 
tend across storage shed “D” 400 feet 
west of the wail across shed “B.” 

In addition to this, it is agreed by 
the company that no cotton shall be 
placed between the East line of the 
platform adjoining shed “A” and the 
spur shed, and no cotton on the plat- 
form east of shed “D.” This improve- 
ment will be the more noticeable, since 
there was hardly room for the passage 
of a dray between the storage piles 
during the rush period of last season. 
The Seaboard’s concession to the con- 
flagration hazard, is clear space be- 
tween all compartments in the cotton 
yards throughout the plant. These 
spaces were crowded with cotton dur- 
ing a portion of last season. 

A large part of the protection grant- 
ed by the Central of Georgia consists 
of clear space of 200 feet sotth of 
shed “G,” which will do away with 125 
feet of shed “R.” This space was 
greatly desired by the underwriters 
and the concession is considered one 
of the biggest features of the improve- 
ments herewith noted. At that portion 
of the yards where space is too valu- 
able to be kept in the clear, a fire wall 
of the dimensions named takes up the 
risk. A similar wall at the north end 
of the former shed cuts off shed “Q” 
with a space of about 80 feet in the 
clear. 

The Central also guarantees a clear 
space of 100 feet from the south curbed 
line of Bay street to the cotton yards 
“Z.” In addition to this, Wadley street 
is to be kept clear except for such cot- 
ton as is turned out on the platforms 
of three warehouses for shipment. Be- 
sides, all cotton exposed and not in 
process of being worked is to be.cov- 
ered with tarpolins. 

These changes and improvements 
are due entirely to the efforts of the 
underwriters and laborious inspections 
made by them. There is a general 
feeling of relief that the heavy hazards 
faced last year will not have to be 
taken into consideration in this year’s 
business. 


IN NEED OF FUNDS. 





Orange Fire Department Still Short of 
Cash for Current Year’s 
Expenses. 





In spite of all efforts put forth by the 
Board of Fire Commissioners of 
Orange, N. J., funds for conducing the 
operations of the department for the 
balance of the year are still lacking. 
Mayor Seymour has’ suggested an 
avenue for gaining the money, feeling 
that “if there is any one department of 
a municipality swhich should be 


equipped with modern appliances and 
a sufficient number of trained men for 
proper operation, it is the fire depart- 
ment.” 
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OF PERSONAL INTEREST 





During the past week J. J. McKay, 
secretary and manager of the Atlantic 
National Fire, of Macon, Ga., was in 
the metropolis for a few days purely 
on business bent. Thoroughly wide- 
awake, and with every confidence in 
the future of the South, Mr. McKay is 
building up a plant for his Company 
that will secure for it a permanent and 
honorable place in the fire insurance 
business. 


An interested attendant at the annu- 
al convention of the National Associa- 
tion of Life Underwriters was W. C. 
Baldwin, president of the Pittsburgh 
Life & Trust, who, when his presence 
was noted, was invited to address the 
gathering. He spoke of the problem 
confronting home offices as to the pro- 
per compensation for new business, 
and urged co-operation between offi- 
cials and field men. Mr. Baldwin re- 
ceived his initial experience with a 
rate book, gradually advancing to the 
post of agency director and manager, 
consequently he knows the problems 
confronting the solicitor and is able to 
sympathize with him. 





Maj. J. C. Compton of Selma, Ala., is 
paying a visit to his son, W. N., gen- 
eral agent for the John Hancock Mutual 
in this city. Major Compton is one of 
Alabama’s prominent citizens and a 
typical representative of the old South. 
He was a member of the State Senate 
for eight years and president of that 
body for the years 1892-1894 inclusive. 
He is now practicing law in his native 
city. The Major says that his opinion 
of life insurance has undergone a great 
change as he became more familiar 
with it; that while he regretted the 
choice of this work as a field of labor 
by his son, he has since come to re- 
spect it as a profession second to none. 





The many friends of L. G. Fouse, 
president of the Fidelity Mutual Life, 
will learn with pleasure that he has 
sufficiently recovered from his illness 
to again be at his desk. He was at the 
office last Tuesday for the first time in 
several months. Mr. Fouse is one of 
the most capable of life insurance offi- 
cials, and for many years has concen- 
trated his efforts to the building up of 
the Fidelity Mutual in a most tireless 
manner. 





Lester Lockwood, member of the 
firm of Lockwood Bros. of Brooklyn, 
and Lockwood Bros. & Ward of New 
York City, is back at his desk, and his 
looks do not indicate the fact that he 
was confined to a hospital for several 
weeks where he underwent an opera- 
tion for appendicitis. 





Through the prominent New York 
city brokerage firm of Frank & Du 
Bois, the strong Yorkshire Insurance 
Company of England will write sur- 
plus business in this country. 





Secretary E. W. West, of the Glens 
Falls Fire, succeeds F. R. Cruikshank 
as a member of the Brokerage Com- 
mittee of the Suburban Fire Insurance 
Exchange of New York. 





Under the firm name of Casey, 
Groves & Co., the two widely-known 
Kansas City, Mo., local agencies of 
Groves, Baird & Eaton and S. L. Casey, 
have joined forces. 





A new general insurance writing 
agency at Nashville, Tenn., is that of 
White, Yancey & Company. 





For Insuring Amusement Park Risks. 





For the insuring of amusement park 
risks, the Amusement Indemnity Ex- 
change ,of St. Louis, was lately formed, 
and under the direction of Attorney 
George Dobson is hustling for business. 
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~ FIRE INSURANCE DEPARTMENT | 


WANTS FIVE MILLIONS 


AMBITION OF ALLIANCE 





FIRE. 





Strong British Corporation to Resume 
Business Here—Tried to Buy 
American Company. 





Ever since the visit to these shores 
a year ago of Robert Lewis, general 
manager of the Alliance Assurance 
Company, Limited, of London, rumors 
have been current regarding the re- 
sumption of active business here by the 
strong old institution. It is now defi- 
nitely asserted that it will open a 
United States department of its own, 
making headquarters probably at this 
city, and the purpose of its manage- 
ment is to make it a factor in Ameri- 
can fire underwriting circles. 

Within the week Chief Inspector 
Dawson was in New York from Lon- 
don, en route to South America, and 
spent some days studying underwrit- 
ing and general business conditions 
here. It is: not known whether he ar- 
ranged for the United States represen- 
tation of the Alliance, but the street 
story is that a strong Eastern man is 
being sought, and when one of the 
requisite calibre is found, a first-class 
contract will be given him. 

Policy to be An Aggressive One. 

current report be true, the corpora- 
tion will pursue a vastly different un- 


derwriting policy when it resumes writ- 
i that it followed prior to 1906, when 
it ceased business because of its heavy 
losses at San Framcisco. At that time 
it cut its block limits in New York city 
until they were down to $2,500, which 
Ww virtually a declaration to cease 


operations, and yet the Company had 
always made money in the metropolis. 
The Alliance was a popular and a 


free writing office on the Pacific Coast 
up to the time of its withdrawal, but 
it always fought shy of Eastern busi- 
ness, General Manager Lew's fearing 


onflagration hazard here. 

ile it ceased doing new busines. 
i 46 the corporation still has its de- 
posit with the New York Insurance De- 
partment and Weed & Kennedy yet 
ho'd title as United States managers. 

Early in 1909 Mr. Lewis unexpectedly 
arrived in New York, subsequently 
going to Montreal, thence to Chicago 
and San Francisco. He returned by 
way of New Orleans and Atlanta. In 
each city careful study was given the 
conflagration hazard, that nightmare to 
the managerial mind. 

Evidently the result of the inspection 
was satisfactory, for soon thereafter 
reports were had alleging the com- 
pany’s active resumption of business 
here. It was said that while the Roths- 
childs, who own the Alliance, favoreu 
seeking premiums in the United States, 
tl did not care to expose the cor- 
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| 
poration to an unlimited liability, and | 
favored the purchase of a subsidiary 
corporation on this side the water. 
The plant of the Phenix of Brooklyn 
was examined, as was that of one or 
two other companies, but nothing defi-| 
nite was done, and later the decision 
was to launch the Alliance direct. 
When the company opens up it is 
highly probable that the representation 
for the Metropolitan District will again 
be given to Weed & Kennedy, Mr. 
Kennedy being a warm personal friend 
of General Manager Lewis. 





UNIFORM REQUIREMENT. 
Agents in Middle Department Must | 
Conform to Rules for All Their | 
Companies. 





At the October meeting of the Under- 
writers Association of the Middle De- 
partment, the subjoined will be offered 
for consideration: 

“In all territory, except the State of 
New Jersey, the members of this Asso- 
ciation shall require of each agent full 
compliance with the rules and regula- 
tions of this Association for all compa- 
nies, associations or organizations rep 
resented in the agency, except mutual 
companies, issuing mutual policies, and 
in the event of their failure to do so. | 
the members of this Association shall, | 
when not in conflict with the law, with- | 
draw the companies which they repre- | 
sent from said agency. 





STUDYING THE SITUATION. 





(Continued from page 1.) 
tailment of commissions. This city is 
the rock upon which the new organiza- 
tion will likely founder, unless a plan 
for meeting and overcoming present op- 
position be formulated. 

Contingent Commissions. 

Some talk was had as to the advisa- 
bility of allowing graded commissions 
as an alternative to the flat rate, but 
the plan did not meet with great favor. 

Company Withdrawals. 

A number of companies wrote the 
committee advising that as their mem- 
bership in the Fire Underwriters As- 
sociation was given conditionally, they 
did not consider their respective 
pledges binding until those conditions 
had been complied with. 

Will Meet Again. 

A second meeting of the executive 
committee of the Association will be 
held in this city on the 23d inst. 


Chief Agent for Canada. 
Joseph Rowat, of Montreal, has been 
appointed chief agent in Canada for the 
Continental Insurance Company and 
resident manager at Montreal for the 
Province of Quebec. 








Continental (Fire) Insurance Company 


THE 


OF NEW YORK 


To represent the Contine 


paying power, square 


ntal is to represent supreme loss 
dealing, progress and success. 


WHY NOT APPLY FOR A CONTINENTAL AGENCY? 


Home Office 
46 CEDAR STREET, NEW YORK 


Western Office 
280 LA SALLE STREET, CHICAGO 


HENRY EVANS, President 








FIDELITY-PHENIX FIRE INSURANCE COMPANY 


OF N 


EW YORK 





FIDELITY, says Webster, means faithfulness, loyalty, 


honesty. 


PHENIX is an emble 


conquer. 


Agents agree that the I 


m of that which fire is unable to 


“idelity-Phenix is well named. 





Home Office 


46 CEDAR STREET, NEW YORE 


Western Office 
205 LA SALLE STREET, CHICAGO 


HENRY EVANS, President 











FIDELITY (FIRE) UNDERWRITERS 


OF NEW YORK 


It is a good many years since the United States took her com- 


manding place among the nations as a “ world power.” 


It is only a few months since the Fidelity Underwriters raised 
their business banner, but already the Fidelity Underwriters are 


acclaimed as a “ world power’ 


’ in fire insurance. 


A Fidelity Underwriters agent is, in turn, himself a power. 


The policies are issued by The Continental (Fire) Insurance 


Company and the Fidelity-Phe 
York, each assuming half the 1 


Home Office 
46 CEDAR STREET, NEW YORK 


sanix Fire Insurance Company of New 


iability. 


Western Office 
280 LA SALLE STREET, CHICAGO 
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INCORPORATED 1855 


ACENTS 


TH E 





JEFFERSON FIRE 


INSURANCE COMPANY 


OF PHILADELPHIA 


IN BUSINESS 


54 YEARS 


SURPLUS 
OVER 


TO POLICY-HOLDERS 


$450,000 | 


Agency Department: 425 Walnut Street, Philadelphia, Pa. 


WANTED AT ALL DESIRABLE POINTS 
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GOES TO LONDON LLOYDS. 


Large Bituminous Coal Line Lost to 
Home Companies—Written Abroad 
at Cut Rate. 


London Lloyds recently captured one 
of the largest bituminous coal lines of 
insurance in the United States. The 
properties of the coal company, which 
have heretofore been insured in stock 
fire insurance companies, are scattered 
through Ohio, Pennsylvania, and along 


the Great Lakes. The company has 
large docks at Superior, Wis., and load- 
ing docks at other points. The aver- 


age rate paid, on the authority of the 
“Insurance World,” to the stock com- 
panies on the lake properties was 
about $1.50 per hundred. 
At the various other locations, 
average rates were: 
One location, 80 


the 


per cent. co-insur- 
ance clause, specific, $1.64 per hun- 
dred; at a second location, under the 
same conditions, $1.84; at a third loca- 
tion, under the same conditions, $2.10; 
at a fourth location, under the same 
conditions, $1.72. 

All of the insurance in Ohio would 
average possibly about $1.50 per hun- 
dred, all being carried so much on spe- 
cific items, with the 80 per cent. co- 
insurance clause. 

This entire insurance has been 
bound in the London Lloyds covering 
blanket on all of the property in Penn- 
sylvania under one form, all of the 
property in Ohio covering blanket un- 
der another form, and all the property 
along the Great Lakes covering blan- 
ket under another form. This insur- 
ance covers blanket by States, without 
co-insurance or any reduced rate aver- 
age clause. The rate as named by the 
London Lloyds is 70 cents per hundred, 
or $7 per thousand, as against the 
rates above given, or more than one- 
half less than the rates the coal com- 
pany was heretofore paying. The 
present form of policy, covering blan- 
ket, in London Lloyds by States, any- 
where in States mentioned, or any- 
where along the Lakes, does not bear 
the co-insurance clause, and the insur- 


ance carried in London Lloyds is not 
near 50 per cent. of the actual values 
In other words the London Lloyds are 
cutting the rate over one-half, are writ 
ing a blanket policy, covering all prop- 
erty anywhere in the States mentioned 
or along the Great Lakes, without th: 
co-insurance clause. 
INCREASING ITS LIMITS. 


Status of the Queen Now Warrants 
Its Assuming Larger 





Hazards. Directors of the Vulcan Fire, of Oak- 
? —ncme land, Cal.. a newly formed million dol- 
Now that the total assets of the lar enterprise, have selected I. H. Clay 
Queen are close to the nine million as president. Mr. Clay is a leading 
dollar mark, and its net surplus is about agent of Oakland and is president of 
three-and-a-half millions, the manage- the California State Association of 
ment of sterling institution, feels Local Fire Insurance Agents. 
NEW YORK FIRE AND LIFE INSURANCE STOCKS, 
(Quotations furnished by E. 8. BAILEY, Broker, 66 Broadway, New York City) 
DIVIDENDS Bid | Asked 
COMPANIES CAPITAL Approx. When price | price 
Annl. Div Payable perct. per ct. 
City of New York $500,000 10 Q 205 
Common wealth 500,000 10 J &aJ - 
Continental ...... 2,000,000 40 anda 950 
Empire City .. 200,000 s Jad ‘ 
Fidelity-Phenix 2,500,000 v V 2 2°5 
German Alliance 400,000 15 J&J 2 300 
German-American.. 1,500,000 30 Jad BE 560 
Germé ania ($50) Fire 1,000,000 18 J&J 285 205 
Glens Falls ($10). 200,000 30 Jad 1525 tas 
Globe & Rutgers. 400,000 40 4 475 eee 
Hanover ($50)... 1,000,000 10 JaJ 200 205 
Home Fire 3,000,000 30 Jad 680 695 
Nassau ($50) 200,000 10 J&J 165 175 
Niagara ($50) 1,000,000 20 J&J 300 305 
North River ($25 350,000 10 A &O 155 165 
Pacific ($25). 200,000 14 J&J 185 ee 
Peter Cooper ($20 150,000 6 JI &aJ 90 105 
Stuyvesant -... 400,000 10 JaJ 155 160 
United States ($25 250,000 y v 60 70 
Westchester ($10) . 400,000 35 F&A 455 +e 
Williamsburg City ($20) 250,000 20 Jad 380 400 
LIFE 
Etna Life 2,000,000 15 Q 650 ie 
Connecticut General : - 300,000 8 J & 250 ae 
Equit abie : 100.000 7 A 4000 - 
German 200,000 12 J&J 210 225 
Hartford, Lite. 500.000 10 T&S 150 an 
Home miewed 125,000 12 MAN 275 ne 
Manh clten Life...... 100,000 26 O& F 400 425 
Metropolitan ($25 2,000,000 7 M&N 155 pe 
Prudential ($50)... vanes eee 2.000.000 10 qQ 550 650 
Travellers Hartford ............. 2,000,000 20 ? #00 925 
United States Life. 264,000 | 7 | s&s _ | 904 105 





V-No Information Q-Quarterly 


A- Annually 


THE EASTERN 


that it can safely assume larger lines 
wpon desirable properties, and it has 
notified its representatives to that ef- 
fect. 

The Queen is one of the few prom- 
inent companies without a reinsurance 
treaty, all of its business being carried 


net, hence the conservative policy it 
has always pursued in the matter of 
line limits. 





RE-REGISTERED. 





Liverpool & London & Globe Amends 
Its Charter—Pays Large Fee 
for Privilege. 

On the 26th ult. an unusually import- 
ant and interesting registration was 
effected at Somerset House. It was the 
completion of the design for the mod- 
ernization and fuller equipment of one 
of our most honored and reputable in- 
surance institutions. Founded under a 
deed of set*lement in 1836, the Liverpool 
Fire and Life Insurance Company ten 
years later, on extending its operations 
to the Metropolis, became the Liverpool 
and London Insurance Company. In 
1864 it acquired the Globe Insurance 
Company (founded as far back as 1803), 
and thenceforth became known through- 
out the world as the Liverpool and 
London and Globe, or popularly as the 
L. & L. & G. On July 1904, the 
company was registered as unlimited, 
pursuant to its special act of that year; 
and pursuant to the Liverpool and 
London and Globe Insurance Company's 
act of 1910 has now been re-registered 
as a limited company. In accordance | 
with statutory requirements the ad} 
valorem duty of per cent. on the 
new nominal capital of £3,000,000 be- 
ame payable, so that as large a regis 
tration as £7,500 has again beer 
pa'd by an insurance company.— 

London Post Magazine. 


20, 


os. 


fee 





TRANSFERRED TO NEW YORK. 


J. F. Guinness to Travel Empire State 
for the Svea Fire & Life. 

Having “made good” in New Jersey, 

J. F. Guinness has been transferred to 


New York State, which in future he wi!) 
cover as special agent for the Svea Fire 
& Life. The Company is one of the 
strong underwriting institutions of Con- 
tinental Europe, and in this country, 
under the administration of United 
States Manager Duncan, has earned an 
nviable reputation for fair dealing. 


President of New Million Dollar Co. 














UNDERWRITER 
BELIEVES IN CONSERVATION. 
National Board of Fire Underwriters 
Again Defines Its Position Upon 
the Subject. 


Addressing the recently held Nation- 





September 15, 1910. 








al Conservation Congress, at St. Paul, | 


a special committee of the National 


Board of Fire Underwriters defined the | 
attitude of fire insurance men upon the | 


preservation of our National resources. 
The National Board has even urged 


the adoption of means that would serve | 


to reduce the enormous annual 


fire | 


waste of the country, and the address | 


by the committee is simply a reaffirm- 
ation of its previously declared posi- 
tion. 

The insurance men argue that to 
conserve raw material, only to have 


the finished product go up in smoke is | 


of little value, and 
Board is that governing communities 
through the adoption of wise building 
codes, and other protective measures 
seek to check the ever-growing econo- 
mic waste to which the United States 
is subjected. 





Decidedly Misleading. 





the plea of the} 


| 
| 


Through the ignorance of a represen- 


tative of the Associated Press, the 
statement that Mrs. A. S. McConkey, 
recently elected secretary of the Farm- 
ers of New York, was in receipt “of a 
salary of $20,000 per annum,” was given 
wide publicity. President W. H. Miller 


of the Company, declares the assertion | 


to be wholly false, and calculated to do 
the Farmers’ Fire “a serious injustice.” 


| 








VIRGINIA WEST VIRGINIA 


AGENTS WANTED 


NORFOLK FIRE 


‘ Insurance Corporation 
NORFOLK, VA. 







NORTH CAROLINA 














MARYLAND NEW JERSEY 
Suburban Dept. —retepnones {331° Joh? 





FRED. S. JAMES & CO. 
123 William Street | New York City 


Head Suburban Agents for 
Franklin Fire Ins. Co. of Philadelphia 
County Fire Ins. Co. of Philadel 
National Union Fire Ins, Cu o Pittsburg 
Delaware Ins. Co. of Philadelphia 
Svea Fire & Life Ins. Co., Ltd., of Sweden 


General Agents for 


Calumet Insurance Co. of Illinois 
Mechanics & Traders Ins. Co. of New Orleans 





This agency affords you unexcelled facil- 
ities for writing your Suburban lines. Our 
territory includes Westchester, Rockland 
and Putnam Counties, Long Island, Staten 
Island in New York State, and Bergen, 
Essex, Union and Monmouth Counties in 
New Jersey. 


Prompt Service Individual Attention 








Established 1864 


gE. S. 


Telephone 2817 Rector 


BAILEY | 


——DEALER IN— | 

Fire Insurance Stocks ‘‘A Specialty” 

66 BROADWAY ns NEW YORK ' 
] 








WARREN M. KIMBALL & CO. 


100 WILLIAM 8T., N. Y. CITY, N.Y. 


SURPLUS INSURANCE , 








Calumet Insurance Company 
CHICAGO 


REPRESENTING 
22 Strong American and European Stock Co’s. t 
IMMEDIATE BINDERS—Guarantee Underwriters. London Lloyds t 
PROMPT SERVICE ~  - -) e - LIBERAL COMMISSION 
t 
b 








AMERICAN UNION FIRE 


INSURANCE COMPANY 
OF PHILADELPHIA 


(Organized and incorporated under the Laws of Pennsylvania) 


JAMES F. STONE w 


PRESIDENT 
331-337 Walnut St., Philadelphia, Pa. 


Correspondence invited from Agents where not already committed 
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LOCAL MEN IN ANNUAL SESSION. 


Southern Agents Stand by Organization 
—Expense and Other Matters 
Earnestly Debated. 


Chicago, Sept. 18 (Special correspond- 
ence).—Probably three hundred mem- 
bers are in attendance at the fifteenth 
annual meeting of the National Asso- 
ciation of Local Fire Insurance Agents 
in session in Chicago at the Hotel La 
Sale. President Fred Guenther called 
the meeting to order a little late—it 
was scheduled for 2 o'clock Monday af- 
ternoon, but when once under way the 
session went off with a snap and vigor 
until the close shortly before five 
o'clock. 

Hiomer A. Stillwell, president of the 
Chicago Association of Commerce, was 
on the program for the address of wel- 
come and he not only welcomed the 
visitors but said some mighty good 
things insurance-wise, which led F. G. 
Lumpkin of Georgia, who responded, to 
say that he talked more sense than he 
had ever heard before outside of an 
insurance man. Mr. Stillwell said he 
was against State control where it in- 
terfered with the business, unduly, of 
those who had their capital invested. 
He thought that the States might with 
greater propriety take steps to reduce 
he fire record. 

President Guenther’s remarks were 
interspersed with stories that simply 
captivated this audience and in fact all 
rough the session he kept making 
little comments that added the needed 
lightness to the sessions. 

Chairman W. E. Metzger of the ex- 
ecutive committee presented the report 
for that body. 

It was an excellent paper and went 
to the resolutions committee. J. H. 
Southgate of the grievance committee 
was detained at home through sickness 
and his report was read by Secretary 
Putnam, 

The closing big feature of the after- 
roon was the address of Prof. Albert 
W. Whitney, assistant professor of the 
department of economics, University of 
California, and for the present engaged 
by the New York investigating commit- 
tee on fire insurance. He was heartily 
applauded at the close of his address. 

Resolutions and nomination commit- 
teas were authorized, one delegate 
to be selected from each State associa- 
tion represented, with the chairmen ap- 
pointed by the president. Mr. Guenther 
announced that he would defer his selec- 
tions until Tuesday morning. Discus- 
sions and resolutions presented to the 
convention are limited to five minutes, 
but those interested may, if they desire, 
gc before the resolutions committee 
and explain their measures 

Telegrams were sent to absentees 
J. H. Southgate, Durham, N. C.; H. N. 
Pinkham, Portland, Me., and W. A 
Eldridge, Detroit, Mich. The conven- 
tion then adjourned for the day, after 
voting to convene the Wednesday 
morning session at 9.30 o’clock, instead 
of 11 a. m. as printed on the program. 

Second Day’s Proceedings. 

With largely increased attendance 

the second day of the convention pass- 





ed off most entertainingly. The pro- | 


ceedings were largely given up to dis- 
cussion and reports of committees. 
Captain R. F. Maly, of Birmingham, 
was appointed chairman of the Resolu- 
tions Committee, which is the import- 
ant one of the meeting, and A. W. 
Neale then presented the report on 
“Trust Lines and Brokers.” C. F. Hild- 
reth followed with the report on “Uni- 
form Blanks,” and C. H. Woodworth 
closed the set reports with that for the 
“Credit Conference Committee.” All 
the morning session was consumed 
with the open debate, lead by George 
D. Markham, of St. Louis, on the “Ex- 
pense Ratio in Fire Insurance.” Among 


.those who participated were: L. A. 


Rauh of Cincinnati, M. Harris. Macon, 
Ga.; E. J. Tapping, Milwaukee, and 
John A. Murphy, of Buffalo. It was the | 
consensus of the opinions expressed, ' 


Mr. Raub excepted, that the States 
would interfere, if something was not 
done to reduce the present figures. Mr. 
Rauh believed it was not within the 
province of the Association to take ac- 
tion on the question. 

When the afternoon session opened 
Fred W. Offenhauser for the Southern 
delegation announced that published 
stories that they would secede provid- 
ed favorable action was not taken on 
the commission question, was altogeth- 
er untrue. R. F. Mandy of Alaba a, 
M. Moss of Louisiana, Mr. Lumpkin of 
Georgia and Mr. Kirkpatrick of Virgi- 
nia endorsed the expression. 

Lyman M. Drake, of Chicago, led 
the discussion on “Standards of Agen- 
cy Qualification.” A paper on “Agen- 
cy License Laws,” by Miss Edith 
I. Goodspeed, of Joliet, followed. Com- 
missioner Barnes, of Kansas, scheduled 
to open the debate on “State Rating 
Laws” was not present. W. Offen- 
hauser handled the subject instead, 
other speakers being B. F. Kauffman of 
Iowa, George H. Russeil of Milwaukee, 
P. D. Kiernan of New York, and O. B. 
Ryan, attorney for the Illinois Insur- 
ance Department. The latter made 
what was termed a “great speech,” say- 
ing in brief that rate regulation would 
sweep the country if something was 
not done to stem the tide. 

The sessions will conclude Wednes- 
day with a paper by ‘Arthur Haurhurst, 
insurance manager of Marshall Field 
& Co., the adoption of resolutions and 
the election of officers. 

Chicago has been very hospitable and 
the members have enjoyed their stay 
in the city. 


ADDRESS OF PREST. GUENTHER. 


In the month of September, in the year 
1896, there gathered in this city of Chicago 
a small but determined band of men who 
laid the foundation for the structure knowi 
as the National Association of Local Fire 
Insurance Ageuts. To-day we are celebrat 
ing our Fifteenth Anniversary. 
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At the last annual convention held in 
Atlantie City, | was honored by being elect 
ed your presideut and I have given the As 
sociation my best efforts. I realize that, in 
order to be a power for good, this Associa 
tion must have the support of the large body 
of agents, for the power and strength of any 
organization depend largely, yes, almost en 
tirely, on members, and during my official 
year my chief desire has been that the mem- 
bership might iucrease. 

In a country like ours where conditions 
are so diverse, and where no single applica 
tion will apply to all, you can readily un 
derstand how, in order to get up a common 
interest and a united effort, it is necessary 
for each section to be approached in order 
that each may feel that its owa interests 
are being considered and that the organiza- 
tion’s intentions are to better them. In let- 
ters sent out during the year we have ap- 
pealed to the officials of the various Stat: 
organizations, recognizing the fact that in 
order to be successful in increasing our mem 
bership we must have their enthusiastic sup 
port. I have heen gratified by the splendid 
work done by the chairman of the Committee 
on Organization. In his report to you he 
will give in detail the result of his year’s 
werk, and whether or not he was successful 
in increasing the membership of this Asso- 
ciation, he certainly made every effort and 
is entitled to your commendation. There 
are many subjects that should receive your 
careful attention during this session, but I 
tm convinced that no single subject is of so 


13 


great importance as that of increase in our) «The Leading Fire Insurance Company 


membership. 
Relations With Companies. 


Relations with Companies:—My own ob- 
servations have led me to believe that the 
companies and the managers are to a large 
extent in sympathy with our canse and are 
desirous of co-operating with us in all things 
tending to our mutual welfare and benefit. 
It is true, perhaps, that, when the organiza 
tion started fifteen years ago, the idea of a 
jocal agents’ association was not well re- 
ceived by the majority of wianagers, and 
they may have had reasons for questioning 
the feasibility of such a body, but the 
founders being satisfied that in time their 
object would be better understood by the 
managers worked on, and to-day, after ar 
experience of fifteen years, it is safe to say 
that a large majority of the managers have 
recognized the crganization as a power for 
good. 

Relations With State Organizations. 

Relations with State Organizations:—While 
it is to be regretted that the National Body 
has not received the support it shouk! from 
some of the States, I do not attribute this 
lack of support entirely to indifference on 
ihe part of the agents of these States, but 
to the fact that up to this time they have 
tot appreciated the benefits the National As- 
sociation aims to give. But there is one 
thing sure, if the National Association will 
continue to work along the lines laid out, 
ond if the men who are now in sympathy 
with the proposition and who are giving it 
their financial and moral aid will continue 
to do so, the time will come, we believe, 
when even the States that are now indif- 
ferent will recognize the virtue of the or- 
ganization and give it their support We 
ao not believe there is any reason for dis- 
couragement. We may be disappointed, but 
the men who make up the bone and sinew 
of this organization will never give up. It 
must be conceded that the success of the 
State organizations depends largely on the 
tlicials, and if these men are not sufficiently 
enthusiastic to make a sacrifice of time and 
money in the common interest, there will 
bo no forward movement. In every State 
men can be feund who are enthusiastic 
enough, and who have faith enongh in these 
organizations for the good they will do them, 
to give their time and money toward making 
them successful, and in the success of the 
State organizations lies the success of the 
National Body. If 1 were making any com 
ment to-day on the order of exercises of the 
National meetings, 1 would devote one part 
of it to a discussion of how best to increase 
the membership, and I would like to hear 
1 discussion so earnest that every delegate 
who attended the meeting would feel that 
the success of the meeting depended some- 
what on him. 


Bulletin Advertising. 

Bulletin Advertising.—At the Mid-Winter 
Conference, it was decided to open the col 
nmns of the Bulletin to fire companies whose 
names appear on the co-operating list. Our 
secretary advises me that these companies 
lave been supplied with schedule rates and 
their ads. solicited on a_ strictly business 
hasis. About fifteen hundred dollars’ worth 
f space has been purchased, which sum has 
come in very handy in view of the action 
f some of our State associations, for we un- 
questionably would have come short in our 
iecounts had it not been for this additional 
reome, This meeting should now determine 
whether this class of advertising shall be 
-ontinued or not, as the Mid-Winter Con- 
terence decided to try it and see if the 
Gulletin’s position was in any way affected 
Ss an agent’s paper. Thus far, I am in- 
lined to believe that it has not been affect- 
ed except for the better. 

Working Capital Fund. 

Working Capital Fund:—At the meeting of 
he Pennsylvania State Association, held at 
Seranton, June 13th and 14th, of this year, 
the following resolution was adopted: 

“That we, the Pennsylvania State Associa- 
tion of Local Fire Insurance Agents, do here- 
y protest to the National Association 
gainst the manner in which the Working 
Capital Fund, which is raised for specific 


of America.” 





WM. B. CLARK, President. 

W. H. King, Vice-President. 

Henry E. Rees, Secretary. 
Assistant Secretaries. 


A. N, Williams, E. 8. Allen, 
E. J. Sloan, Guy E. Beardsley 
W. F. Whittelsey, Jr., ‘‘ Marine” 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 
ORGANIZED 1859 


Cash Capital. . 
Assets........ 
Net Surplus 

Surplus for Policy 


Holders ....... 3,008,419.02 


. $1,000,000.00 
6,562,329.14 
2,008,419.02 


HEAD OFFICE 
Cor. William & Cedar Streets 
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uon for the able manner in which they have 
carried on their particular work. 

At the last convention the Legislative Com- 
mittee was instructed to draft an anti-rebate 
law and to submit copies thereof to the 
various State associations. This was done 
so that the movement toward the adoption 
of these laws has been greatly stimulated. 

One of the questions being agitated at the 
present time is the one of expense in the 
insurance business, and, because of the gen- 
eral interest manifested, it has been given 
a prominent place on the program, and ne 
doubt the subject will be thoroughly dis- 
cussed at this meeting. 

In conclusion 1 wish to express to my as- 
sociates my highest regard for the manner 
in which they have conducted their severa: 
offices and to bespeak for our Association 
a continued success in -— pn Mang 
which it is engaged and to hold everlasting | 
ly to our motto, “TO SUPPORT RIGH1 
PRINCIPLES AND OPPOSE BAD J RAC- 
TICDS IN FIRE UNDERWRITING. 
REPORT OF EXECUTIVE COMMIT- 

TEE. 

Through Chairman Metzger, the Ex- 
ecutive Committee presented an ex- 
tended and well considered report, the 
reading of which was tollowed with the 
closest attention by the delegates. 

1910, the Committee stated, had been 
an unusually eventful year in fire in- 
surance circles, the demand for a re- 
duction in the expense element becom- 
ing most insistent. In considering mat- 
ters of common interest, the Committee 
reported, company executives had dis- 
played a spirit of the utmost fairness. 

Whiskey Insurance. 


Probably no question was ever more 
thoroughly threshed out than that deal- 
ing with the placing of whisxey busi- 
ness. It was found that many com- 
panies were writing lines on this class 
of hazard over the heads of local 
agents, and paying 30 and 35 per cent. 
commission therefor. The charge that 
Cincinnati agents were gross offenders 
was not sustained, the committee as- 
serted. Exception having been taken in 
certain directions to the attempt of 
the National Association to suppress 
overhead writing in whiskey lines, the 
committee quoted with approval the 
following utterances of President Rob- 
inson in 1906, upon the general sub- 
ject of overhead writing. 

“As at present construed, this rule 
holds that all business shall be written 
by the companies’ agent at the point 
where the risk is located. But what 
of the company that has no representa- 
tive at the place where such risk is 
located? Technically it would not be 
in violation of the rule as now under- 
stood for such company to write, nor 
would we reasonably expect to make 
legislation that would prevent such 
company, or its agent from writing de- 
sirable business of this character. But 
in the interest of proper practice and 
a liberal construction of the principles 
underlying this rule, the company 
might decline such offerings, until the 
writing of all represented companies 
had been exhausted, with reasonable 
expectation of receiving similar treat- 
ment when conditions are reversed. 

“On the other hand, i deem it within 
the province of this Association to 
amend or so construe the present rules, 
to mean that such practice comes under 
the head of overhead writing by agents, 
unless all the companies in the terri 
tory where the risk is located have 
been filled, and recommend its further 
consideration from this standpoint.” 

“Outside” Agents. 

The practice of some companies in 
appointing “banks, trust companies 
loan agents and building and loan sec- 
retaries,” their local representatives to 
the detriment of agents who devote 
their time wholly to the insurance busi- 
ness, was severely condemned, though 
the committee admitted its inability to 
check the abuse. 

“Agents’ Expirations.” 

The victory achieved at Monticello, 
Ark., in protecting agents’ expirations, 
and the fight made to the same end at 
Nashville, Tenn., were noted, the Asso- 
ciation being firm in its determination 
to stand by its platform in this import- 
ant respect. 

The fight made in Tennessee against 
individual underwriters, Lloyds and 
unauthorized concerns was reviewed, 





and great satisfaction expressed as to 
the outcome. 

Briefly the history of the co-operating 
companies was retold, the number of 
offices now pledged in this direction 
being 158. 

Investigation of the charge that cer- 
tain agency firms are using the adver- 
tising columns of the “Bulletin” to the 
detriment of their fellow members, was 
urged, and if the charge be sustained 
efforts should at once be adopted to 
suppress the practice. The publication 
of a “Year Book” was recommended. 
Commendation for Secretary Putnam. 

Concluding, the committee paid the 
following tribute to the work of Secre- 
tary H. H. Putnam. 

“Your committee feels that they can- 
not close this report without making 
some reference to Secretary Putnam 
and his work. It would be untrue to 
say that we have not had some criti- 
cism of him and his work, but from the 
very nature of the duties and respon- 
sibilities placed upon him, we would 
deem him unworthy and unfit for the 
position if there was no criticism, and 
he could not discharge his full duties 
without arousing some criticism, and 
all of us should love him for the ene- 
mies he has made in the discharge of 
his duty. Your committee have found 
him prompt in the response to all com- 
munications and unsparing in his ef- 
forts to serve the committee and we 
have never failed to avail ourselves of 
his assistance on all occasions when- 
ever we needed it, which service has 
always been rendered to us unselfishly ; 
and ungrudgingly. 


“We beg further to say in closing 
that while we have met in the dis- 
charge of our duty the threadbare 
charge of “Trade Unionism,” it has in- 
variably come from some company or 
some manager whom your committee 
has called upon very pointedly to a 
more earnest living up to their pledges 
to the National Association.” 


REPORT OF GRIEVANCE COMMIT- 
TEE. 


The main question pending under this head 
at the time of our last annual convention 
was that of traction lines and the efforts 
then being made by the National Associa- 
tion to change the drift of sentiment among 
the companies toward exempting traction 
lines from overhead writing rules. The prac- 
tice of giving no recognition to agents’ rights 
on these lines had become quite general un- 
ti. the matter was taken up by the asso- 
ciation. } 

At the time of the last convention there 
was every evidence that our campaign of 
education, in the direction of protecting the! 
interests of local agents, would prove ef- 
fective. Since then the companies interest- 
ed in writing the traction lines have put 
themselves squarely on record with us in 
favor of recognizing the agents’ territorial | 
tights. An effort is now being made to se 
cure the same results in respect to whiskey 
lines, 

The principle of protection to the agent! 
in his territorial rights seems to be very 
firmly established, although there are cases 
where companies depart from this rule, espe-| 
cially companies affiliated with, or controlled 
by, the so-called large brokerage offices. The! 
Grievance Committee has recommended to 
the Executive Committee that the Jefferson 
Fire of New York be dropped from the co- 
operating list on account of its affiliation 
with the brokerage firm of sillington. 
Hutchinson & Co. The stock and underwrit- 
irg control of the Jefferson Fire is vested 
in the firm of Billington, Hutchinson & Co., 
who are reputed to be overhead writers and 
ent-rate brokers. The specific complaint 
about this comes from Cincinnati, and the 
Jefferson Fire, notwithstanding its relation 
to the firm, declines to co-operate in protect- 
ing our members. j 

The matter of “location” is a troublesome 
cme in connection with overhead writing 
complaints, that is, where the risk is locat 
ed at some distance from the point where 
the agent has his business office. This ques 
tion has come up more particularly in con 
nection with whiskey insurance. Chairman 
Metzger of the Executive Committee Is ex- 
pected to ask the National Association at 
this meeting for instructions upon this point. 

Agents’ Expirations. 

The handling of complaints under this 
head has become a very important part of 
our work. In fact, more cases involving 
expirations are handled than any others, in- 
dicating that agents are beginning now to 
realize what the work of the National As 
sociation in connection with this matter has 
meant, since it first secured a reversal of 
the famous ‘Yonkers injunction,” and a 
legal interpretation of the agents’ rights. 
Since then we have been building up rules 
and regulations in regard thereto which have | 
come to be accepted as “common law” mm 





| 
the adjustment of disputes between compa- 
nies respecting the ownership of business. 

The most typical case was that of Mon- 
ticello, Arkansas, where for a time the situa- 
tion seemed to be very serious, involving 
the possible necessity for drastic action on 
ihe part of the National Association. Hap- 
plily, however, the association wus able to 
adjust this,- and other cases of a similar 
type, because of the evident belief of the 
association in the justness of its rules anil 
its manifest determination, as an organiza 
tion, to make adherence to our expiration 
principles a test of continuance in the ‘Co- 
operating List.” 

Non-Resident Brokers. 

The usefulness of the National Associa- 
tion in respect to this subject was admir- 
ably illustrated in the case of tobacco risks 
at Miamisburg, Obio, where the lines in 
question were taken away from the local 
agents by Eastern brokers and _ written 
through co-operating companies maintaining 
agencies at those points. The situation was 
adjusted through the acceptance of the prin- 
ciples of the National Association by the 
brokers in question and which included an 
agreement to have all business on the to- 
bacco risks involved written through local 
agents at the rates to which the risk is sub-| 
ject locally and under a proper division of 
ccmmission. 

As usual, this year the National Associa- 
tion has been asked to engage in the work | 
of tracing “Lost Lines,” particularly lines 
which come under the head of so-called trust! 
properties, but in view of the reference of 
this matter to the Joint Conference Com- 
mittee for special investigation and report, 
the Grievance Committee has not undertaken 
the investigation suggested, pending the} 
working out of rules and conditions under} 
which the committee may be guided. The} 
National Association undoubtedly could ren- | 
der very effective service in this connection. | 

Cut Rate Companies. 

The increasing number of complaints made | 
to the association under this head indicates | 

growing sentiment among agents to test 
the right of companies to be in the =| 
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operating list by their local een. There 
is some danger in making local practice a 
test of continuance in the co-operating list 
as it may bring us into conflict with State 
laws. For this reason it might seem best 
to leave the question open with the under- 
standing that companies generally known as 
rate cutters shall be dropped from the list. 
The sentiment of the association in respect 
to this matter should be as clearly defined 
as it is in regard to territorial and expira- 
tions rights. 

From time to time the question of exclud- 
ing non-board companies and non-board 
agents from affiliation has been considered, 
but no action of a definite nature taken. It 
would seem, however, that the time has ar- 
rived for the National Association to con- 
sider the question and decide whether com- 
panies operating through cut-rate or non- 
board agencies should be continued on the 
co-operating list. Some of our co-operating 
companies, when their attention has been 
called to deviations, have been glad to cor- 
rect them. Other companies have declined 
to do so, two notable instances being that 
of the Northern of New York and the North- 
western National of Milwaukee, Wis. 

Dual and Multiple Agencies. 

The Grievance Committee is from time to 
time asked what it can do in regard to dual 
and multiple agencies. The National Asso- 
ciation is in favor of single agencies and 
has endeavored wherever possible to promote 
this method of appointment. But owing to 
varying local conditions no general rule has 
been formulated. Wherever a local board 
affiliating with the National Association has 
difficulty in enforcing rules limiting agency 
eppointments, the National Association has 
with a considerable degree of success assist- 
ed in correcting the situation. 

The matter of deciding whether a com- 
peny appointing another agent for its auto- 
mobile department came up on appeal from 
the Connecticut association, and, in view of 
the fact that this was a new proposition, 
he committee decided to refer it to the con- 
vention for a ruling, the question being 
“whether a company maintaining a single 
agency by agreement with the agent or un- 
d rules of the local board, and ap- 
pointing another agent to represent it for 
automobile business, is violating the single 
gency principle.” 

Complaints. 

Owing to the increased work and respons- 
ibility thrown upon the association, it would 
appear that some more definite understand- 
needed in regard to the method of 





ing is 


handling complaints. The by-laws of the 
National Association state: 

“When the help of the National Associa- 
ti is desired by a State association in re- 


gard to matters of complaint or of irregular- 
ities affecting the interests of underwriting 

the members of this association, the en- 
tire matter shall be referred to the secre- 
tury, and by him to the Committee on Griev- 

. It shall then be its duty to imme- 
ely investigate the same and report with 
its recommendation through the secretary to 
the Executive Committee of this association 
for such action as the Executive Committee 
may deem advisable.” 

Until recently most of the complaints to 
the National Association have come direct 
from individual members. At the mid-year 

ference in January, 1909, a vote was 
vlopted, on motion of President L. C. Mer- 

ll of the New Hampshire Association, re- 
ng the officers of the association to ob- 
the by-laws in the conduct of the as- 
: affairs. At the Atlantic City 
convention the Grievance Committee recom- 
' ded, and the National Association voted, 











tion’s 


that the Association should handle only 
grievances received on appeal from the State 
ssociations, 

Notwithstanding this fact, we are con- 
stuntly receiving appeals from individual 
members, the first after the Atlantie City 


convention coming direct from Mr. Merrill. 
‘the secretary referred the matter to me as 
chairman and I asked him to deal with the 

plaint direct, which he did. To avoid 
complications, we should do one thing or the 
other, handle all complaints without regard 
fo the State associations, or insist that 
members of the State associations shall 
make their appeals first to those organiza- 


The National Association may be better 
cauipped to handle complaints and_ get 
quicker results than the State associations. 
Nevertheless the State associations can han- 


die these matters if they will, and in any 
event the appeals from members of State 
associations should come through those State 


cjations, that is, if they are to he con- 
{ ed as units of the National Association. 
One great trouble is that many of the State 


issociations are very weak and inefficient 
re really a clog and a drag on the 
National Association. Local members feel 


ind naturally desire to appeal to the 
parent organization. But it would seem 
t so long as the State associations are 


¢ 


hazard is founded on a naradox. and 
with it goes another paradox eoneerning loss: 


recognized, even in their present state of 
weakness and inefficiency, they should han- 
dle companies in the way designated. 

The situation could in a sense be remedied 
if the National Association provided for di- 
rect membership in addition to membership 


in the State association, allowing direct 
members the privilege of sending complaints 
to the National Association, without appeal- 
ing to the State association. 

One thing needed in connection with the 
work of the National Association in handling 
its grievances is greater loyalty on the part 
of its members and less disposition on their 
part to criticise because cases are not han- 
died exactly to suit them. For instance, a 
‘firm in Indianapolis drew out of the associa- 
tion because a certain company appeared on 
our co-operating Hst. It appears that this 
firm has also tinctured other Indianapolis 
agents with the feeling of grievance against 
the National Association and that some are 
taking the position that they will not ad- 
vertise in the Bulletin so long as this par 
tieular company is retained on the co-operat- 
ing list. No charges were preferred against 
the company from the committee’s investi- 
gation. and no action, therefore, could be 
taken. In one sense the idea of punishing 
the “Bulletin”? because the National Associa- 
tion continues this company on the co-oper- 
ating list is ridiculous. At the same time 
it might have very serious results if this 
spirit were generally manifested in every 
ease where the National Association could 
not meet the wishes of local men 


ADDRESS OF PROF. A. W. WHITNEY 

TI am goimg to be frank and tell you at 
once that I have come to Chicago to hear 
you talk and not to talk myself—any more 
than I have to. The only way this Investi- 
gating Committee can get to the bottom of 
what is wrong with the business of fire in- 
surance—if there is something wrong with 
it—or to the bottom of what is not wrong— 
if there is not anything wrong with .it—is 
to get all points of view. The business 
looks very different to the assured. the man- 
ager, the agent. the stockholder, the broker, 
the adjuster, the rater and the inspector: 
but no one of these is more closely in touch 
with the vital and difficult problems of the 
business than the local agent. 

So when your secretary, Mr. Putnam, in- 
vited me to speak to you I felt that the 
chance to meet you and learn your point of 
view was worth having. even thongh I had 
to pay for it by doing some talking myself. 

The number of things that I cannot say at 
this time, either from lack of knowledge 
or other obvious reasons, are in the majority: 
and T am not going to do anything that 
would be so tiresome at this time as to dis- 
cuss some purely academic subject. 

TIT think there are, however, a few things 
that may properly he said. In the first 
place, I can tell you what T wnderstand to 
he the purpose of the New York investiga 
tion. It is, I conceive, to find out in as 
searching but fair-minded a way as possible 
whether there are conditions in the business 
to-day which are sufficiently closely connect 
ed with the public welfare and which are 
so far from satisfactory control by the na- 
tural forces of business enterprises as to 
warrant the intervention of the State: if so, 
to try to devise proper legislation, if not so, 
te settle definitely that fact. and. as Mr. 
Merritt, the chairman, has said with recard 


to the ever-reenrring Anti-compact Bill, to 
“lay the ghost.” 
Now I am sure you know, and T know. 


that the committee will find plenty of seri 
ous problems, and that they will not be 
easy to solve. 

Fire Insurance is a curious business, full 
of seeming contradictions and anomalies 
from top to hottom: yon, yourselves, illn- 
strate one of these: you are ealled upon to 
act. first. in the interests of the assured 
second, in the interests of not merely one 
company. but a number of sharnly competi- 
tive companies, and third, in the interests 
of yourselves. That is certainlv a curious 
situation, and that you have reached as sat- 
isfactory a basis as you have tn this di 
versity of interests speaks well for the char- 
acter of the men in the business. 

It is a business whose conceptions are dif. 
fenlt. and whose relations are subtle and far- | 
teaching. For instance, take «9 rate. What 
is a rate? Why. presumably, the measnre of 
» hazard. And what is a hazard? Well. 
there you are up against one of the most 
haffling coneentions in the world. Classifica- 
tions and Schedules are attempts to deter- 
mine hazard. and you know the difficulties 
that abound in each. The enhject of rate or 
along 


here they are: von must determine the rate 
or hazard BEFORE the fire takes nlace, and 


you must determine the loss AFTER the evi 


fienlt 
e 


dence of what is lost is burnt up. 

And when. in this ecurions business, whose | 
verv most elementary conceptions are eo dif 
yen eome to nrohlems of competition. 
mbination and discrimination. it is not sur 





prising that their causes and effects should 
be intricate and farreaching. It is no wonder 
that difficult questions arise. 

And if solutions to these problems appear 
possible, there is still the question whether 
they are the solutions that touch the situa- 
tion most vitally. A true solution should 
not only cure a particular evil, but set the 
machinery going smoothly all along the line 
and yet leave the system elastic, so that 
company and agents shall have every oppor- 
tunity to develop individuality, and so that 
the business shall attract the best type of 
men. The State cannot afford to emasculate | 
bnginess enterprise. ‘The best children and 
the best enterprises are developed, not by} 
saying “don’t do this’ and “don’t do this,” | 
but by finding something positive that will} 
make these prohibitions unnecessary. 

Prevention of Fires. 

One of the most fortunate facts in fire in- 

strance is that remarkable interplay of ad- 


vantage to both insurer and insured that 
comes from fire-prevention (here was a 
time not many years ago when the com- 


panies felt that they were not concerned 
with preventing fires, that it was their busi- 
ness only to assess and collect and distribute 
the fire loss, regardless of what it might 
be. That era has passed, and it is to the 
credit of insurance managers, and particular- 
ly such men as Edward Atkinson, of the 
soston Manufacturers’ Mutual, that insur- 
ance companies have been the leaders in the 
fight to prevent fires. 

This is a perfectly natural economic devel- 
opment; it has grown out of inspection, and 
inspection is necessary for classification of 
risks. That is, it is an economic advantage 
to the insurer to be a conservationist and 
a preventor of fire; but in so doing he puts, 





himself squarely on the side of the public 
good. 
What a misfortune it would be if, in at- 


tempting to limit expense, or to prevent dis- 
crimination, or to cure some other evil, there 
should be a dissociation of fire-insurance and | 
fire-prevention, so that the insurer lost his 
interest in helping to save the world from 
burning up! As a matter of fact, there are 
laws or interpretations of laws that have 
had exactly this effect. No, we need to 
keep the wit and energy of insurance men 
on the side of conservation. 

And so you cannot dispose of the expens¢« 
problem so summarily by saying “‘cut down 
expenses.”’ Expense must be analyzed. 
There is the expense of fire-prevention and 
there is the expense of getting and doing 
the business. But even the expense of get 
ting the business cannot be handled in the 
mass, for there must be a differentiation 
hetween the expense of pure competition, 
which has no economic value, and the ex 
pense that represents the care and thought 
of a capable agent. 

I have referred to the enrious nature of 
the business, and to the difficulty of the 
problems that present themselves, I do not 
know whether or not there are completely 
satisfactory solutions of these problems, but 
I do know one thing. and that is that the 
enly way to dispose of them, if they can be 
disposed of. is to bring them into the light 
Fire Insurance has been a_ business that 
the public did not wnderstand; it has 


been done in the dark, and in a mys 
terious way These two facts stand re- 
Isted to each other, both as cause and ef 


fect; for the failure of the public to under 
stand the business has led to bad legislation 
and this in turn has driven the companies 
into secretive methods, which have helped 
to develop the evils of the . asiness There 
are plenty of signs to-day coming from in- 
side and from outside the business that | 
there must he greater publicity on the part 
of the companies, and that the public must 
learn fire insurance. The people are learning 
Life Insurance, and they can learn Fire In 
surance 5 
The American 
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living and keep his scalp, had to know every 
detail of woodcraft; the business man to-day 
must, for the same reasons, know all the 
details of his modern environment; he must 
know banking and insurance as the Indian 
knew the woods and streams. And just as 
the charm of the Indian’s life was in his 
knowledge of the woods, so the game of 
bvsiness is worth while to-day. because there 
is so much to learn. 

An investigation, such as has been con- 
ducted in this State, and such as is about 
to be begun in New York, can do one thing, 
if nothing else, in bringing the insurer and 
insured to a position where there can be a 
mutual understanding. That it can do more 
than this I am convinced too, but the founda- 
tion for all that can be done is publicity 
ard education. 

Trust Lines and Brokers. 

This question was referred to our com- 
mittee at the Mid-Winter Conference held 
at Cincinnati. While we did not expect to 
solve the problem in the brief time at our 
disposal, nevertheless we went to work im- 
mediately to see if some progress could not 
be made. Members all over the country 
were communicated with in order to secure 
their views, suggestions and assistance. The 
the following statement and recommenda- 
results of our efforts were thoroughly dis- 
cussed at a meeting of the committee held 
in Chicago July 6, 1910, jointly with the 
Western Conference Committee, at which 
tions were adopted: 

Whereas, It is a recognized fact that hun- 


dreds of thousands of dollars in premiums 
are being diverted from the agency com- 
panies and their agents by a certain class 
of brokers; it is our opinion that the time 
has arrived when the insurance interests of 
the country should be divided into two 
camps; that the agency companies, their 


agents and such brokers as subscribe to the 
principles of the National Association should 
be on one side, and the broker companies 
aud their brokers on the other side. We 
believe that no reputable fire insurance com- 


pany would continue to be represented by 
an agent who is a follower of both camps. 
If an agent offered one-half of his business 


to cut-rate companies, he would, undoubted- 


ly, be invited by his agency companies tu 
give them the other half also. We, there- 


fore, recommend: 
1. That our managers be requested to ac- 
cept business only from such broke as sub- 






scribe to the principles of the National As- 
sociation as to their entire business t is 
suggested that such persons or firms as sub 


scribe to our principles and agree that their 
entire shall be conducted in ac- 
cordance therewith, be published in a list ap- 


business 









proved by the National Association through 
its proper com , to be preferred by all 
igents in pl ir ylus orders, and 
that the e¢ an nagers be re 
quested to help 1 rom this list 









any 


That our such steps in 


managers take 





to local rating and survey bureaus 
give our local agents as prompt and 


in be obtained by 





3 favor State Surplus Line laws 
authorizi ants to use -admitted com 
i proper res tions, and with 
a} of a reasonable tax on pre- 
‘ after the i admitted 

ani been 
4. That we favor the sev- 
eral States taxing the a less than 
ten per cent. on all premiums paid by them 
to non-admitted companies, associations or 








Lloyds for life insurance 

5. That we favor State laws prohibiting 
dmitted companies from re-insuring in non- 
ty 

f State laws prohibiting 
Imitted companies from re-insuring non- 
imitted companies. 

Since the adoption of these recommenda- 
tions by the agent members of the com- 

} A 


ible Oo secure a 





r members, not be- 
5 0 their part, 
of important com- 
n the East during 


ractically 





possible » see 
f the ‘ 
‘hairma s rep 
vid 

n ed t liv 

d the nal 

lica te t 

e wi s f 
rec | to 
t mn res 

f t is ¢ pleasure 0 i . 
eferred t the neoming Joint Conference 


OF COMMITTEE ON UNI- 
FORM BLANKS. 

Speaking for the committee above 
named, its chairman, C. F. Hildreth, 
id that while entry had not yet been 


REPORT 











had into the “promised land” of blank 
a “lool n” had been se- 
ired ; 

TI committee found the company 
repre tatives ‘friendly to the sug- 
gested improvement and willing to co- 

erate in its advancement, but delay 
was encountered through the prohibi- 
tive laws of New York, New Jersey, 
lowa, West Virginia, Louisiana and the 


commonwealth” of Nevada. 


‘ ‘ 1 
princely 
act the New York law was 


In January 


amended to permit the use of a policy 
form, in many essential features simi- 
lar to that desired by the agents, though 
weak in two particulars: 

“First, the fold is at the bottom, open 
at the top, and it doesn’t feed in a 
typewriter as well as would the oppo- 
arrangement. Then, the filing on 
the back is so arranged that it folds 
awkwardly. These are not essential 
features, but merely the little things 
that go to make perfection. On the 
other hand, the form provides for the 
counter-signatures at the bottom of the 
first page, an arrangement that makes 
for convenience, and the arrangement 
of the dates of commencement and ex- 
piration is admirable. On the whole 
the form is a thoroughly usable one.” 

Account Current Form. 

A form of account current for use 
in graded commission agencies has been 
agreed upon. So too has the endorse- 
ment blank. 

Company executives “both East and 
West” thad displayed great interest in 


site 


any sympathy with the work of the 
committee, Mr. Hildreth said, and he 
confidently felt that within another 


twelve months, very pronounced prog- 

ress toward blank uniformity would 

have been attained.” 

REPORT OF CREDIT MEN’S CON- 
FERENCE COMMITTEE. 





In a general way it may be said that the 
purpose of this Association from the begin- 
ning has been the better representation of 
agency companies. Agitation against dual, 
multiple and side-line appointments, seeking 


and not quantity in membership, and 
the conference with the National Associa- 
tion of Credit Men to consider the creating 
of some definite and higher standard of 
agency appointment are directly in line with 
object. 

conference was suggested 
the National Association of Credit 
its “Insurance Committee’ in 1907, 
the conditions of the agency busi 
were analyzed, and the defects in the 
existing system of indiscriminate appoint- 
frankly pointed out. 





this 
Such a by a re- 


to 


At the Richmond convention in 1907, the 
following resolution was adopted: 

‘Business Men’s Associations:—The co- 
operation of the National Association is 
tendered to business men’s organizations in- 
terested in improving insurance conditions, 


and we especially endorse the strong posi 
tion taken by the National Association of 
Credit Men against the multiplication of in 




















efficient agents essentially detrimental te 
the interests of property owners.” 

Mhis action was duly communicated to the 
National Association of Credit Men aul 
brought a suggestion of a conference on the 
subject between the Credit Men’s Associa 
tion and the National Association of Local 
Fire Insurance Agents The suggestion was, 
ecepted and your committee appointed. 

During the past year your committee has 
conferred with the Credit Men's Association, | 
und has considered with them in a general} 
way the necessities of the sitnation. We 
find the Credit Men's Association has no| 


definite suggestions to make us to the meth- | 
ods of handling this question, looking to} 
us to make recommendations on the subject | 
which they can approve and in the promo | 
tion of which they can co-operate. As an 
evidence of the good will existing on both 


ides we may say that among other things 
considered during the year were the propos 
ed anti-rebate and agency license laws 
recommended by the insurance department 
of New York State Had the department 
coneluded to push these measures at that 
time, it was the intention of our Associa- 
tion and the Credit Men to co-operate in 
urging their enactment. 
During the year your committee addressed 
a communication to the insurance depart- 
s of the various States, asking for in 





ition as to the qualifications required of 
applicant for a local agent, 





license as 





found that in no case were any stand 
set up by law, except the payment of 
license fee In other words, the depart- 





mnents were obliged, or considered themselves 
obliged, to license to any agent 
whose name is sent in by any company pay- 


issue a 


ing the license fee The one exception to 
this rule is the State of Nebraska, where 
an anti-rebate law has been passed, and 
where the insurance department has taken 


upon itself the responsibility of testing the 
qualification of applicants by requiring in 
formation as to the amount of business 
transacted, etc., with a view of determining 
whether or not the license is desired for th« 
purpose of evading the anti-rebate statute 
The question of a better representation of 
y companies has become a public issue 
is one for which it wonld be well, if 
possibie, co find a solution. or at 1@ast 10 
inake recommendations which wil! tend 
eventnally to bring about better conditions 
The object of your committee, namely, to 
confer with the Credit Men’s Association 
heaving been accomplished, and Inasmuch as 
that Association expects the insurance men 
phases of the ques 
it would seem advisable that a special 
be appointed to consider during 
coming year measures to elevate agency 
answer to the demand for 


te handle the practical 
tion, 
committee 
the 
representation tr 





reform in our calling. We recommend that | 
this committee be discharged and that such 
a special committee be appointed. 


THE FIRE INSURANCE EXPENSE 
RATIO: THE COMMISSION ITEM. 


This is the second time that the question 
of expense and commissions has been placed 
upon our program for discussion. When our 
southern brethren were trying to raise their 
wages to the regular union scale for the 


W est, they asked the National Association 
for assistance. The association did not in- 


dorse their cause because the convention 
thought we should not go on record in favor 
of increased expense, especially when the 
South would have to handle its question with 
the district company organization, the South- 
eastern Underwriters Association. 

The agents who attend these conventions 
are devoted to their profession. They would 
rejoice to see insurance expenses on a more 


defensible economic basis. Real agents 
would be—in the end—better off if commis 
sions were reformed fairly and to stay. 
This association might have approved low 
and uniform commissions before this, had 
uot so many agents believed that the sub 
ject lay wholly under the control of the 


companies, and that, therefore, we should 
remain quiet until they moved in the matter. 

Now, however, they have moved, and a 
clear statement of agency opinion may help 
te solve the problem. jut we will do weil 
to approach the topic with impartial minds, 
striving to see all sides of the question and 
determined to approve only that which prom 
ises to contribute to a settlement conform 
ing to the unconquerable laws of business 
und based on justice. 


The total cost of conducting the insur- 
ance business is too high. This does not 
mean that too much money is spent in ev 
ery department of the insurance wanage- 
ment (we shall examine fire prevention and 
rating science in a later paragraph), but 


that any waste in expense must be correct 
ed by concert of action among insurance 
men, or the State will interfere. 

What Makes High Commissions? 

In your own locality, what is the caus« 
of high commissions, if there are any? Com 
petition between companies for business, you 
say. To be sure! In smaller towns, where 
companies generally have one agent each, 
the trouble began when Company B moved 
up commissions a peg to secure the attrac- 
tive business on Company A’s books. This 
vdvance of pay to agents to buy business 
hes even been done simultaneously by asso 
erated companies as a move against compa- 
uies outside of the association. 

In larger places this same thing happens, 
hut often a worse blow is struck at the 
cecencies of business, when Company B tries 
te get Company A’s business by giving a 
second—or fortieth—agency appointment to 
A’s agent, thus not only bidding away A’s 
business, but creating a degraded type of 
sppointment unacceptable to A’s agent un 
“buttered” with unusual privileges 01 
bigh commissions, or both. No wonder the 
ivent can get more for his business when 
lungry bidders thus multiply. 

The Skeptic’s Argument. 


thoughtful local agents think 








less 


Some that 











For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 
HAS A 


‘Cash Capital - + + $1,000,000.00 
Cash Assets - - + $4,395,625.89 
Cash Surplus to Policy 

Holders - - + %2,063,044.01 


The real strength of an insurance company Is in the con- 
servatism of its management, and the management of 
THE HANOVER is an absolute assurance of the seenrity 
of its policy. 

R. EMORY WARFIELD, President 

JOSEPH McCORD, Vice-Pres. and Sec’y 
WILLIAM MORRISON, Ass’t Sec’y 
JAMES W. HOWIE, Gen. Agent 
HOME OFFICE: 
Hanover Bidg., 34 Pine St. 


NEW YORK 








BRITISH AMERICA 
ASSURANCE CO. 


INCORPORATED 1833 
Head Office: Toronto, Canada 
UNITED STATES BRANCH 


January 1, 1910 
BB cntccpinnesyseneens ctagueis 
i eer eer 
HON. GEO. A. COX, President 
W. R. BROCK & JOHN HOSKIN, KE. C., LL. D, 
Vice-Presidents 
W. B. MEIKLE, Gen. Mer. 





$1,556,740. 4 
654,302.33 








ARNOLD & WANNEMACHER 
REPRESENTING 
Teutonia of Allegheny, Pa. 
Humboldt of Allegheny, Pa. 
German American of Pittsburgh, Pa. 
Detroit of Detroit, Mich. 
438 WALNUT ST., PHILA., PA. 








0. 0. LAUCKNER INSURANCE AGENCY 


57-59 William St. 355 Palisade Ave. 81 Biver St, 
N. Y. City Jersey City Hoboken 


FIRE INSURANCE 


New Jersey writing agents for twelve of the 
leading companies, including 


Westchester Aachen & Munich 
Niagara St. Paul F. & M. 
Springfield F. & M. Teutonia 
Firemans (of N. J.) Central National 


New Jersey Lines Bound in New York Office 


L, KRETSCHMANN 
Mgr. N. J. Dept. 


LeROY P. GREGORY 
General Mgr. 








JOHN C. PAIGE CO. 
INSURANCE 
B5 KILBY ST. BOSTON, MASS. 








TALLMAN & SEARS 
NEW YORK AND NEW JERSEY 
SUBURBAN AGENTS 
FIREMEN’S INSURANCE CO. OF NEW JERSEY 
ST. PAUL FIRE AND MARINK INS. CO. 
OF MINN. 

80 WILLIAM 8T., NEW YORK CITY 








LOUIS SHERWOOD 


REPRESENTING 
Fire, Casualty and Surety Co’s 
15 Exchange Place, Jersey City, N. J. 


EXCELLENT FACILITIES FOR HANDLING 
BROKERS LINES. Phone, 33 Jersey City 











SURPLUS LINES 


D.C. SCHUPP & CO. 
159 La Salle Street, Chicago 


Lines placed anywhere in U. S. and Canada 
LIBERAL COMMISSIONS PAID 




















WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 


REPRESENTING 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA. 
CAMDEN FIRE INSURANCE ASS’N, OF N. J. 
GEORGIA HOME INSURANGE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE INSURANCE GCO., of Onle 





100 WILLIAM STREET - - - - New York 























September 15, 1910. 











THE EASTERN UNDERWRITER 





we should not try to assist in settling the 
commission question. Perhaps it belongs on 
the other side of the fence. Maybe agents 
stould be left free to get all they can, as 
most of them will do anyway. Any attempt 
to ineuleate seif-restraint in accepting com- 
missions may be futile and unealled for. 
‘hese agents assert that any artificial re 
straint on cominissions is bad, and that the 
business would be better off if some 
elasticity were left in the hands which tie 
insurance companies to the same net price. 
Competition, they observe, exists in full bit- 
terness between the companies, and is in- 
herent in separate ownership of the com- 
panies, where there is no pooling of the 
pusiness. Better, then, leave the commis- 
sions unregulated, these agents say, so that 
the newly established or too eager company 
can buy more business by raising commis- 
sions instead of cutting rates. Such bidding 
in commissions would compel the conserva- 
tive companies to draw down the rates 
found to be high enough to return a profit 
over high commissions. This influence to- 
ward close rating should be permitted to 
operate. The public is entitled to it, and, 
if competitive pressure among the compa- 
nies is the cause of increasing expense, in- 
surance interests might wel! desire to see 
the business less appetizing. Co-operation 
for reform might then be possible. 

Furthermore, this school of thoughtful 
agents asserts that the era of slim profit, 
or no profit, is bound to come through a 
gradual abandoning of the rating machinery 
or a disregard of rates if made, or through 
lowering of the rate level by State control. 
Surgery, severe and painful, will alone cut 
of excessive commissions. 

Of course, this may be true. But how 
much better it would be if business intel- 
ligenee could be successfully aroused in this 
cempaign for reform, and the commission 
problem settled wisely by the devoted work 
of our own people, rather than have the 
less satisfactory result ground out under the 
pressure of inadequate rates. 


New Justifiable Expenses. 


Some modification in sweeping condemna- 
tion of present expenses should now be con- 
sidered. There are certain activities paid 
f in the expense account, which are en- 
tuely justifiable. Fire prevention work re- 
pays the public many times its cost. This 
function of insurance, preventive practice, 
jromises to grow in value and complexity 
and, therefore, will continually cost more. 
\n extreme illustration, significant, if not 
wholly applicable, is the Hartford Steam 
Boiler Insurance Company, whose é€xpense 
ritio is 83 per cent. for preventive work. 
Surely everyone would be glad to see that 
company prevent all boiler explosions and 
thereby never have a loss to pay. 

Another function of the insurance com- 
panies which should develop in the future, 
both in value and in expense, is the sta- 
tistical study of losses to assist in proper 
rating. As the doctrine of an equitable col- 
lection of the fire insurance tax continues 
to spread throughout the country, and one 
community after another adopts in practice, 

by law, the principle that every man 

uld pay his fair share to this fund with- 

discount due to disorderly competition 

ween companies or rebating between 
gents, the necessity for more scientific rat- 
ng will be recognized, and increased expense 
for the statistical and rating machinery will 
! inevitable and acceptable. 

Necessary Factors of Reform. 


What principles should guide the insur- 
f ‘ committee in the work for commission 
reform? 

First—The changes must compensate 
the agents really serviceable to the 
business. 

You all know the two types of agent. 
One merely grabs business without selection 
or conscience. He cuts rates, he rebates, 
he sneers at fire prevention work, he op 
poses his fellows in every constructive ef- 
fort for the common good, he laughs at 
agents’ associations and rests his future on 
the favor of his partner, the greedy agency 
manager, who cares not how the business 
is secured if there is plenty of it. Such an 
agent is a traitor to his community and pro- 
fession, and his manager disgraces the high 
position entrusted to him. 

The right type of agent tries to serve his 
ompany and his community faithfully and 
te diminish the fire waste. He allies him 
self with his fellows to raise the standards 
of his business and to defend it against 
unfair legislative attack. Such agents win 
the esteem of their patrons, and, thank 
Heaven, they give the business a good name 
in spite of too many of the other kind of 
agents. For the public judges the insur- 

ce business by the agents, the only in- 
urance men it really knows. In every State 
where agents are efficiently organized they 

ve exerted a controlling influence on pub- 
lie opinion. 

he best interests of our business and the 
sniccess of the proposed reform call for meas 
res to check appointments of unfit agents 
nd te stop multiple agency appointments 

concentration of agency powers would 
compensate for a reduction in commissions 

nd would be a true economic advance. 

Second—The public must get the 
benefit of the saving through reduced 
rates, concurrently with, or, preferably, 
in advance of the reduction in commis- 
sions. 

If this be not done, the promised increase 
in profit will only tmtensify that spirit of 
competition which Is the real cause of high 
commissions. Even now rates are excessive, 


\ 


to judge by the proof usually accepted by 


economists, namely, the inflow of new capi- 
tal into the business. 

The fact is, when insurance people suspend 
competition and institute united rating, they 
fail to realize that they must make rates 
ou the lowest level consistent with preserv- 
ing the business, or competitive pressure re- 
appears in new companies or annexes to the 
old companies, and rising commissions result. 

And, really, hasn’t it long been an amaz- 
ing thing that the companies which prefer 
to do business on a low commission basis 
have permitted rates to stand at a level 
which invited less conservative competitors 
to bid away the business? A saving in ex- 
pense is equivalent to an increased rate and 
would be followed by similar consequences. 

But in the present temper of the public 
a still greater reason exists for safeguarding 
the commission reform by an antecedent 
lowering of rates. If the fear of legisla- 
tion on commissions is real and not asswin- 
ed, something more conspicuous than a petty 
saving of two per cent. out of 38 per cent. 
of expense ratio is needed. Rate reduction 
will do more than anything else to ward off 
State interference. 

We all agree that it is desirable to leave 
with the insurance officials, rather than with 
the State, the judgment as to what com- 
mission is properly payable on the large spe- 
eial hazard which begs for insurance, or on 
the petty dwelling business which must he 
gleaned over miles of sun-baked or wind- 
swept roads; on the royal favors of heavy 
mercantile orders, or on the Jlow-rated, high- 
ly technical and much courted sprinklered 
tisk. Let us all unite to keep the State 
out of the commission question. 

Third—If wages must be cut, then let 
the whole staff share in the reduction. 

This will be necessary to insure the co 
operation of the agents, without which the 
reform will probably break down. Agents 
will submit and assist if the plan is fair, 
not otherwise. It means a sacrifice. Some 
large agencies, built up through years of 
effort by well-organized groups of workers, 
may seem ultra-profitable, but close study 
will usually disclose that great companies 
congregate in such offices because of real 
safeguards to underwriting, and that the 
heavy patronage of a community is the re. 
ward of expert services rendered in insnur- 
ance and fire-prevention problems. 

The average agent is not overpaid. He has 
struggled against increasing demands for 
detailed service, while clerk hire and al! 
otfice expenses have grown, and the head 
long appointment of competitors bas split 
up earnings. What the business really needs 
is fewer and better agents, not reduction in 
their pay. Now, if you want the agent to 
stand a cut in wages, it must start at the 
top of the insurance staff, and be a “square 
deal.” 

1 have voiced the skepticism of the agents 
who think that expenses will not be reduced 
until lower rates diminish the fever of com 
petition for business, and have laid dow! 
the three essential principles which, it seems 
ta me, must be followed if success is to be 
achieved in the movement to reduce agents’ 
commissions. I now turn over this subject 
ro the convention for discussion, knowing 
that this debate will demonstrate afresh to 
the insurance world and to the public that 
the kind of agent who cares enough for his 
profession to spend his own time and money 
traveling to a distant city for the commot 
good, is always ready to examine with a 
hindly eye any proposition recommended as 
useful to our profession, and to honor men 
who are willing to lay aside their ease to 
battle for reform, even if we cannot agree 
with all of their proposals. 





$100,000 FIRE AT SCRANTON. 


High Pressure Hydrant Aids Materially 
in Checking Spread of Fiames— 
Heavy Pressure On. 


It is estimated that the damage 
caused by the fire that destroyed the 
extensive furniture store of G. W. Wat- 
kins, Scranton, Pa., on Friday last, will 
easily reach $100,000. The damage to 
the stock is placed at $80,000, with $50,- 
000 of insurance, while the loss to the 
stock of the Scranton Distributing 
Company will reach $10,000. High 
praise is accorded the fire department 
for the skill and vigor with which it 
fought the blaze. Chief Ferber declar- 
ed that the high pressure hydrant on 
Washington avenue had been of great 
service in fighting the fire. The pres- 
sure was 250 pounds to the square 
inch. The pressure from the ordinary 
hydrant is from 70 to 75 pounds. 





Atlanta Well Protected. 
Following an Eastern trip by a spe 
cial committee of the Atlanta (Ga.) 
Board of Fire Masters, the fire protec- 
tion service of the Gate City, already 
excellent, will be still further improved 





The Ballard-Elliot Company of Des | 


Moines, has been appeinted Iowa State 
agent for the plate-glass insurance de- 
partment of the Great Eastern Casualty 
Company of New York. 


RE-ARRANGES FIELD. 





Plan for Handling Western Territory 
of North British & Mercantile 
Insurance Company. 


A move that attracted wide attention 
in the fire underwriting world, and is 
still a subject for animated discussion 


among insurance men, was the an- 
nouncement made several weeks ago, 
of the intended abolishment of the 


Western Department of the North Brit- 
ish & Mercantile, and the future super- 
vision of the Western field direct from 
the New York headquarters of the 
Company. 

Under date of the 10th inst., Manager 
E. G. Richards, addressed the 
ing communication to the 
agents of the corporation: 

“You doubtless received a few days 
ago letters from Manager Littlejohn, 
announcing his prospective retirement 
from the fire insurance business in the 
not distant future, and from the under- 
signed that such prospective retirement 
had led the Company to decide upon 
the advisability of the removal on or 
about November 1 of its Western De- 
partment offices from Chicago to its 
United States Branch offices, No. 76 
Wi liam street, New York. 

“In view of these changes, it follows 
that changes in administration will in 
due course become necessary. I have, 
therefore, to announce the following 
appo-ntments, to take effect when the 
removal to New York has been consum- 
mated: 

“At the head of the Western Depart- 
ment, as it will then be constituted, Mr. 
James F. Joseph, with the title of Gen- 
eral Agent and jurisdiction over the 
fol’owing States: Illinois, North Dako- 
ta, South Dakota, Iowa, Nebraska, Mis- 
souri, Kansas, Ok!ahoma and Arkansas. 

“At the head of the Central Depart- 
ment, which will then be established, 
Mr. George H. Bell, with the title of 
General Agent, and with jurisdiction 
over the following States: Ohio, Indi- 
ana, Michigan, Wisconsin, Minnesota, 
Kentucky and Tennessee. 

“No introduction is needed for either 
Mr. Joseph or Mr. Bell to our many 
agents and the fraternity in general. 
Their ‘ong experience in the Western 
field, and successively in the position 
of Assistant Manager iu our Western 
Department, amply qualifies them for 
their larger and more 
ties in their new positions, and we ask 
your hearty support of their efforts for 
the advancement of the Company's in- 
terests. 

“Such of our agents as now report 
to Chicago will continue doing so until 
further advised.” 


follow- 


Western 








responsibe du- 





STATE AGENT FESSENDEN. 


Former Representative of Law Union 
& Rock to Handle Milwaukee Me- 
chanics in Important Field. 

After several years service with the 
Law Union & Rock Insurance Com- 
pany, Joseph Fessenden, of Winchester, 
Mass., has transferred his serv ces t 
the Milwaukee Mechanics, becomir 





State agent and adjuster for New Ens- 
land and New Jersey, with head- 
quarters at Boston. He will likewise 


represent in the same capacity and ter- 
ritory, the German Underwriters De- 
partment of the institution. 


To the membership roll of the Su- 
burban Fire Insurance Exchange, of 
New York, has been added the Massa 
chusetts Fire & Marine Insurance Com 
pany of New York 





17 
NEW YORE TORONTO 
LONDON CHICAGO 


McLEAN STINSON & C0., Ltd. 


Surplus Line Underwriters 
43 CEDAR STREET 
New York 
Telephone 264 John 
$25,000 Binder at London Lloyds 








H. G. HARRIS &.CO. 


Fire Insurance 
ATLANTIC CITY, N. J. 
Representing Eighteen Leading 
Fire Companies 
for 
Atlantic City and Vicinity 

Have desirable opening for 
another strong company. 








Louis Schlesinger 


Union Bldg., Newark, N. J. 
FIRE INSURANCE 


—REPRESENTING 
Glens Falis Albany 
Buffalo German Dixie Fire 
Security ins. Co. of No. Am. 
(of New Haven) 
—FOR— 
NEWARK anpd ESSEX CO. 


Exceptional Binding Facilities for New York 
Brokers, Phone our Expense 











HERBERT BUXTON, Pres. and Mgr, 


Buxton Insuring Agency 


63 William St., New York 
Exeess Lines handled anywhere 

connections at Lloyds, Londor 

CORRESPONDENCE SOLICITED 


Good 

















BETTER FIRE PROTECTION. 


Automobile Engines and Combination 
Wagons Being Introduced 
at Paterson. 





Thoroughly in earnest in their de- 


the city, and esp ally the mercantile 
district, com 


Passaic Man Held for Arson. 


Accused of attemptin: the 
building n President stree Passaic 
N. J.. which he occupied as a barber 
shop on July 13th last, Mart Klein is 
under arrest at his home tow: 





MARS E. WAGAR, President 


3 
Unearned Premiums 
Reserve for Losses...... 
Accrued Taxes... 

Cash Capital ....... 

Net Surplus.... 





Western Reserve Insurance Co. “lcvsland, Ohio 


Statement of January 1, 1910 


JNO. A. KELLY & CO., General Agents 
84 WILLIAM STREET, NEW YORK CITY 





ROBERT E. GOOCH, Sec’y and Treas. 
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TWO BAD NEWARK FIRES. 





City Has Record for Burning of Highly 
Desirable Structures During Past 
Year. 





Although supplied with a well equip- 
ped and intelligently manned fire 
department, Newark, N. J., in the past 
year or so, has established an unen- 
viable record for the burning of build- 
ings of peculiarly desirable construc- 
tion. Just why this should be the case 
does not appear. The most recent de- 
structive fires occurred on Sunday and 
Monday, when two large manufacturing 
plants were burned, with an estimated 
loss of $225,000. 

Monday’s blaze did much damage to 
the five-story loft building at 102 Mur- 
ray street, occupied by the following 
concerns: 

Eastwood-Park Company, in the first 
and second floor; ‘Henry Ziruth and the 
Lowres Optical Company, third floor; 
Shiman-Miller Company, fourth floor, 
and Eckfeld & Ackly and the Harvey 


V. Osborne Company, top floor. The 
building was owned by Shiman Bros. 
& Co., diamond merchants, of 87 


Maiden lane, Manhattan. 

Sunday's fire partially destroyed the 
joint establishment of the Rubber and 
Celluloid Harness Trimming Company 
and the Rubberset Brush Company, 
which occupy the major portion of the 
block bounded by Market, Ferry, Union 
and Prospect streets. 

All losses are amply covered by in- 
surance, it is asserted by the tenants. 
Taken together, the two fires were the 
most destructive and costly since the 
burning of the L. Goldsmith trunk fac- 
tory at Canal and Cherry streets, Oc- 
tober 20, 1908. 

Barred Because of Its Profit-Sharing 
Plan. 





An article in the constitution of th 
South Eastern Underwriters’ Associa- 
tion, prohibiting the compensating of 
local agents on any other than a flat 15 
per cent. basis, President Henry Evans, 
of the Fidelity-Phenix Fire, of New 
York, is thereby barred from joining 
the organization, his Company remune- 
rating its local representatives under 
the profit-sharing plan. Heretofore the 
Fidelity-Phenix, while not a member of 
the South Eastern Underwriters’ Asso- 
ciation, has co-operated with the organ- 
ization. 


New York City Companies to Merge 





A merger between the Empire City 
Fire and the lately formed New Amster- 
dam Fire, both of New York City, will 
likely be consummated before the close 
vf the present year. The enlarged cor- 
peration will have a capital of $400,000 
and a surplus of over $250,000. 





To Represent General Fire. 





Local representation of the General 
Fire Assurance Company, of Paris, has 
been given Charles M. Clarke, & Com- 


pany, Buffalo, and M. E. Wollf Com- 


pany of Rochester. 





The Westchester Fire Insurance Com- 
pany is now undergoing examination by 
the New York Insurance Department. 





The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manager 


Employers’ Liability Building, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 


CASUALTY AND 


SURETY HAPPENINGS 





AS TO POLIGY REVISION 


SUGGESTED FRILL CURTAILMENT 








Entry of New Companies Into Field 
Likely to Defeat Reform 
Measures. 





While managing underwriters are 
agreed in asserting that the grant- 
ing of special indemnities, com- 


monly termed ‘“frills,”” in personal ac- 
cident policies, and for which no extra 
premium is had, has reached such a 
pass as to reduce the profit margin of 
the business to exceedingly modest 
proportions, making highly desirable 
the revision of the average contract, 
they yet frankly admit that the chance 
for effecting substantial reforms is re- 
mote because of the recent entry of two 
prominent offices into the accident un- 
derwriting arena. 
Reforms Suggested. 

At a meeting of the executive com- 
mittee of the International Association 
of Accident Underwriters, on the 17th 
ultimo, the need for revising policy 
forms in the business was recognized, 
and a committee named to undertake 
the work. The committee, composed of 
executive officers of such leading com- 


panies as the Travelers, Aetna Life, 
Continental Casualty, Fidelity & Cas- 
ualty, United States Casualty, Pre- 


ferred and the General, has had a series 


of meetings, the outcome of which is 
the recommendation of the following 
changes in commercial accident con- 
tracts: 

1. That the DOUBLE BENEFIT 
clause be limited to the coverage de- 
scribed in the following paragraph. 


The amount to be paid for claims under 
Parts A and B (or Sections 1 and 2, as 
the form may require) shall be double 
the sum therein specified, if such in- 
juries sustained while riding as a 
passenger and being in or upon any 
railway passenger car prope'led by me- 
chanical power; or while traveling as 
a passenger and on board a steam ves- 
sel licensed for the regular transporta- 
tion of passengers; or while a passenger 
in an elevator provided for passenger 
service; or caused by the burning of a 


are 


building while the insured is therein; 
but any accident or injury, fatal or 
otherwise, sustained while getting on 


the 
reet 


or off or being upon 
of any railway or st 
shall be covered only 
nity. 

2. That no policy provide for MORE 
THAN DOUBLE BENEFITS unless an 
adequate additional premium is charged 
for such additional coverage. 


step or steps 
railway car 
for single indem- 


3. That ACCUMULATIONS be lim- 
ited to an increase of five per cent 
per annum for a period of ten years, 


beginning in the second year, and that 
same apply to losses by death, dismem- 
berment and loss of sight only. 


4. That no provision be made fo: | 
the payment of ELECTIVE or OP- 
TIONAL indemnities. 

5. That no provision be made for 


payment in event of death or disability 
from SUNSTROKE. 

6. That no policy contain special ref- 
erence to or specific indemnity for 
PARALYSIS or INSANITY. 

7. That noaccident policy provide for 
an increase in weekly indemnity or 
other payments because of HOSPITAL 
CONFINEMENT. 

8. That no policy 
overing accidents to 
of insured. 

9. That no for LEG- 
ACY payments in addition to the pay- 
ment of the principal sum insured. 

10. That no policy provide for the 
payment of any amount to cover 
TRANSPORTATION of the body of the} 
insured after death. 

11. That no policy provide for RE-| 
TURN OF THE PREMIUMS that have}! 


insurance 
CHILDREN 


provide 


the 


policy provide 


been paid for the insurance in addition 
to the payment of any claim. 

As to Commercial Health Policies. 

1. That no policy provide for pay- 
ment of indemnity caused by insured 
being QUARANTINED. 

2. That no policy provide for addi- 
tional indemnity during CONFINE- 
MENT IN HOSPITAL in excess of fifty 
per cent. of the weekly indemnity pay- 
able under the policy or for more than 
ten weeks, and such payments shall be 
in lieu of and not in addition to pay- 
ments for surgical operations. 

3. That no policy provide payment 
for disability of LESS THAN SEVEN 
DAYS’ duration, except when an addi- 
tional premium shall be charged for the 
insurance. 

4, That CONFINEMENT TO THE 
HOUSE be required for the payment of 
full indemnity, except under policies 
for which an additional premium is 
obtained. 

Applicable to Both Accident and Health 
Insurance. 

“1. That prior to January 1, 1912, no 
features eliminated are to be reinstated 
in any policy, nor shall any company 
substitute for any of the feature. 
eliminated any new features, without 
requiring a specific, adequate, addition- 
al premium to the prevailing rates for 
policies of Accident and Health insur- 
ance now being issued.” 

New Richmonds in Field. 

Although the large percentage of the 
older companies in the business have 
expressed themselves as in hearty ac- 
cord with the views of the committee 
as outlined above, not a few of the 
managers, feel that by virtue of the 
late entry into the accident insurance 
arena of two powerful corporations, 
each with a well established agency 
corps, and both eager to secure a large 
volume of premiums upon their books 
as speedily as possible, the present time 
{js inopportune for the adoption of a 
restrictive program. 





Licensed in New Jersey. 


Authority 
been 


to 

granted 
Casualty Company, 
The Northern section of 
be handled by Whilden & Hancock, of 
New York, while Stokes & Packard, of 
Phi'adelphia, will look after the South- 
division. 


operate 
the 


in New Jersey 
Pacific Coast 
San Francisco. 
the State wil) 


has 


of 


ern 


HELD IN ABEYANCE, 





No Action Taken Regarding the Mer. 
ger Proposition Submitted the 
Peoples Surety. 





At the directors meeting of the Peo- 
ple Surety Company of New York on 
Thursday last, at which it was expected 
the merger proposition submitted by 
the Empire State Surety Company 
would be passed upon, the matter was 
not taken up, the directors preferring 
to let it hold over until the result of 
the New York Insurance Department’s 
examination, now in progress, be made 
known. Should the Peoples decide to 
maintain a separate existence, it is 
ported Dan. McCann will be elected 
president of the Company, while Frank 
Tietjen, the present accountant, will be 
made secretary. Mr. McCann repre- 
sents the interest controlling the little 
institution. 


re- 


GATHERING DATA. 
Executive Committee of Detroit Con- 
ference Investigating Policy Con 
ditions. 


Accepting the suggestion of retiring 
President Fibel, that it was high time 
to check the liberalizing tendency ot 
pclicy contracts, the Detroit Conference, 
at its latest gathering, instructed the 
executive committee to investigate the 
zeneral subject. This the committee is 
now doing, and when its labor is com- 
pleted, a meeting wi!l be held, to which 
all membership company executives 
will be invited, and an expressior 
their views upon the matter asked for. 


¢ 
ol 


Dissention in the Directorate. 
Persistently circulated reports de- 
clare that serious dissention exists 
among the directors of a recently or 
ganized casualty company. It is charg- 
ed that certain influential members of 
the board, hold but $200 of stock each, 
and that even that small investn 
was had under exceptionally favorable 
ferms. Whether the effort being 1 
forth to “keep the lid down,” will be 
finally successful, remains to be 


For Automobile Accidents. 





For a small additional fee the Aetna 
Life is attaching a rider to its personal 
accident policies, agreeing to pay dou- 
ble indemnities if the assured be acci- 
dentally injured while traveling in a 
public or private automobile. 








T. J. FALVEY, President 
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INCORPORATED UNDER MASSACHUSETTS LAWS 


Massachusetts Bonding Insurance Company 
Home Office, BOSTON, MASS. 


New York Office, 27 Pine st. 
BALLARD McCALL, Resident Vice- 


i PR | 
f Lgl Newark, N. 
TY | JOHN GIBLON, General Agent 


Surety Bonds = Burglary Insurance 


JOHN T BURNETT, Secretary 


resident 
J. Office, 707-708 Firemen’s Building 








Plate Glass, Steam Boiler, 


Liability 


ROBERT J. HILLAS, Vice President and Sec, 
FRANK E. LAW, 2nd Asst. Secretary 





THE FIDELITY AND CASUALTY COMPANY 


97 tao 108 CEDAR ST., NEW YORK CITY. 
Capital and Surplus...... Ea Per 
Losses paid to January 1, 1910.... 

This Company grants insurance as follows: 

Bonds of Suretyship for persons in positions of trust, Fidelity Bonds, Burglary, 

Fly Wheel, Employers. Public, Teams, Workmen's 

Oollective, Elevator and General Liability ; Personal Accident, Health, Physicians’ 


ened OFFICERS...... 
GEORGE F. SEWARD, President 


$ 9,598,924.02 
3,564,229.90 
31,395,063.21 


HENRY CROSSLEY, Asst. Secretary 
GEORGE W. ALLEN, 3rd Asst. Secretary 
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PROGRAM AN AMBITIOUS ONE. 





Workmen’s Compensation to be Broad- 
ly Treated at Meeting of Liability 
Association. 





As announced in these columns some 
weeks ago, the forthcoming annual 
meeting of the Liability Insurance As- 
sociation, to be held in New York City 
n October 19th and 20th, promises to 
be unusually important. The program, 
then in a formative stage, has since 
been completed, and provides for the 
consideration of Workmen’s compensa- 
tion legislation, from various view- 
points. The general subject will be 
dealt with by specialists from these 
angles: 

The constitutionality of such legisla- 
ation—by an attorney who has made a 
special study of this subject as a mem- 
ber of one of the State Commissions. 

The employer’s viewpoint—by a rep- 
resentative of one of the large manu- 
facturer’s associations. 

The workmen’s viewpoint—by one 
of the leading labor leaders of the 
United States. 

The actuarial or probable cost 
viewpoint—by an actuary who has 
given this matter special study for 
some years 

The humanitarian viewpoint—by a 
member of one of the commissions 
whose researches and investigations of 
industrial accidents have been such as 
to qualify the speaker to treat this 
subject in a very practical manner.” 

nvitations to attend the gathering 
and participate in the discussions will 
be extended to State insurance officials, 
al members of State commissions 

ied to deal with workmen’s com- 
sation legislation. 

he executive committee of the Asso- 
ciation, which is responsible for the 

bitious program outlined above, is 

nfident that the gathering “will be 
the most important of its kind that has 
ever been held, and it is hoped that 
the companies of the Association will 
arrange to have not only the officials, 
but the Liability Departments well rep- 
resented and come prepared to partici- 
I » in the discussion of the subjects 
to be presented for the consideration 
( the meeting.” 





PROMOTION FOR W. B. WENTZ. 





Former Head of Claim Division Made 
Resident Manager for Maryland 
Casualty Company. 
fo fill a recently created vacancy 
Walter B..Wentz has been appointed 
resident manager at San Francisco for 

the Maryland C asualty Company. 
Mr. Wentz is not a novice in the 
service of the Maryland Casualty, hav- 
been identified with the corporation 
for ten years. After seven years ex- 
perience in the claim division at the 
head office, he was sent to the Pacific 
Coast in 1907 to handle claims in that 
rritory. While continuing to super- 
vise adjustments, he will in future look 
after the underwriting of the Company, 
in all lines, throughout Northern Cali- 
fornia as well. 








Title Guarantee & Surety Company. 





An interesting review of the above 
named institution and of the men 
chiefly responsible for the high degree 
of prosperity it enjoys, appears in the 
August number of the “Board of Trade 
= Engineering Journal” of Scranton, 

a. 

From the sketch, which is accompan- 
ied by a series of admirable photo- 
graphs of the Company’s executives, 
and also of exterior and interior views 
of the head office building, we learn 
that the Title Guaranty & Surety on 
June 30 last, had assets of $2,275,053, 
and a surplus as regards bondholders 
of $1,524,608. Incorporated in 1901 with 
a capital of $150,000, this has been 
added to from time to time until it is 
now $1,000,000. Business is transacted 


in forty States, through the medium ot 
15 branch offices and sixteen general 
agencies to which over 2,100 local 


agents report. Hon. L. A. Watres te | 
president of the corporation, while the | 
chief underwriting officers are: J. A. | 
Sinn, manager of surety department; 
George T. Parker, assistant to the pres- 
ident, and Mason Townshend, super- 


intendent of agencies. 





COMING TO NEW YORK. 





General Agents of Empire State Surety 
Company to Hold Two Days’ 
Convention Here. 





With a view to creating a more ef- 
fective esprit de corps among its field 
staff than has existed hitherto, the 
Empire State Surety Company of New 
York, has invited some forty of its 
leading agents to meet in this city on 
the 16th and 17th inst., all expenses in 
connection with the gathering to be 
borne by the company. At the opening 
session of the convention on Friday 
morning short addresses will be made 
by President Tomlins, Vice-Presidents | 
Keelor and Moore, General Counsel 
Hirsh, Assistant Secretaries Livingston | 
and Tolman, Superintendent of Agents 
Congdon, Claim Manager Dibbs and 
others, each speaking particularly of 
the work of his department. 

Following luncheon at the Under- | 
writers’ Club, the afternoon session 
will be given over to the consideration | 
of field conditions, the problems inci- | 
dent to each class of business or terri- 
tory, and the most effective means of 
overcoming them. On the evening of 
the 16th the visitors, Company execu- | 
tives and department heads will dine | 
at Murray’s, later attending the Hippo- | 
drome in a body. 

Agency conditions will be dealt with 
wholly at the Saturday sessions, the | 
field men swapping experiences with | 
one another, and going over policy 
forms and home office practices with 
Company officials. The serious work 
disposed of the entire force will be | 
banqueted at Martins, subsequently | 
going to the theatre. | 

The idea of the gathering was a hap- 
py one, and the result should prove 
highly beneficial to the company and | 
agency force alike. 








Suicide or Acctdent. 





To the judgment of the courts will be 
referred the question whether the late 
Ira G. Rawn, president of the Monon 
Route, came to his death at Winnetka, 
Ill., several months ago, through sui- 
cide or accident. He carried a large 
amount of accident insurance, and the 
interested companies contend that Mr. 
Rawn died by his own act. His estate, 
on the other hand avers that he was 
shot by a burglar. The whole case will 
be fought out in the courts, the insur- 
ance companies being represented by 
J. T. Dammann, Jr., of Chicago, coun- 
sel for the Maryland Casualty Com- 
pany. 





“Boyer Month.” 





In compliment to C. H. Boyer, U. §. 
industrial department manager of the 
General Accident, of Scotland, and his 
esteemed wife, who are expected home 
from abroad within a _ short time, 
agents of the corporation will make a 
special drive for applications during 
the present month. If the returns be 
in accord with the popularity of Mr. | 
and Mrs. Boyer, the business written | 
will assume huge proportions. 





Burglars Active in the Metropolis. 





Burglary insurance underwriters tn 
complaining about the unusually ee 
number of residence burglaries reported | 
in New York City during August. | 
Either apartment occupants have been | 
more careless than heretofore in leav- | 
ing valuables exposed during their) 


absence from town, or thieves are more | F. Ww. LAWSON 


numerous and expert than has been the | 
case in the past. 


'W. C. Bryan has been appointed resi- 
dent manager in Oklahoma for the 
lately formed American Bankers’ As- 
surance Company of St. Louis. 
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ESTABLISHED 1886 





ASSETS $300,000 
Indiana and Ohio Live Stock Insurance Co. 


—IiINnNSURES— 
HORSES, MULES and CATTLE against death from any cause 
Home Office: CRAWFORDSVILLE, IND. 


$100,000 deposited with Insurance Department of Indiana for the 
protection of all policy holders 


THE PIONEER IN ITS LINE 











4<MOIhT IN SUpaycs coMPIN® 
of New York 
SUPERIOR POLICIES 
KIMBALL C. ATWOOD, President, 
290-292 Broadway, New York. 





The Philadelphia 
Casualty Company 


WALTER LE MAR TALBOT 
President 
Our New Accident Policy is Perfection 
It’s The Policy Your Client Wants 
It’s The Policy That’s Easy to Sell 
PERSONAL ACCIDENT, HEALTH, 


LIABILITY, AUTOMOBILE, PLATE 
GLASS AND CREDIT INSURANCE, 


AGENCY CORRESPONDENCE 
SOLICITED 

















Address Agency Department 


The Empire State Surety Company 
84 WILLIAM STREET, NEW YORK 


INSURANCE BROKERS! 
ace your SURETY and 
business in the ‘‘ EMPIRE”’ 


CAPITAL, $500,000 


Business producers not now under contract wanted ‘for open territory 


CASUALTY 








WORTH INVESTIGATING 


THE BIG OPPORTUNITIES FOR AGENTS IN WRITING 


COMMERCIAL and INDUSTRIAL 
Health and Accident Insurance 


Write and get our proposition for Agents and Special Representatives on salary or commission basis 


THE SECURITY CASUALTY COMPANY 
INDIANAPOLIS, IND. 
$100,000 deposited with Auditor of State 


for Protection to Policyholders 


| E. O. BURGAN, 
| Manager 











Home Office, 


Chartered 1874 


PERSONAL ACCIDENT PO LI Cl ES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
8S. WM. BURTON, Sec. 
RELIABLE AND ENERGETIC AGENTS WANTED 


DANIEL D. WHITNEY, Vice-Pres. 


THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co. 


47 CEDAR STREET 


ALONZO G. BROOKS, Ass’t Sec 











Liability 
Health, Credit, Burglary 


LONDON GUARANTEE AND ACCIDENT CO., Ltd. 


OF LONDON, ENGLAND 


Head Office 
CHICAGO 
Gen’l Manager — 
, Accident, 
and Steam boiler 





Established 1869. 


_ F. J. Walters 
Resident Manager 
45-49 Cedar St. 
New York 


Elmer A. Lord & Co. 
145 Milk St., Besten 
Resident Mgrs., ————— 
—————New Engiand 
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CHICAGO’S FINANCIAL GIANT 





Security Life Insurance Company of America 


W. O. JOHNSON, President, Rookery Bldg., Chicago 





Capital and Surplus Over $1,000,000 


For the Sells’ Ideal Agency, with the Security Monthly Income Policy 
Address, J. B. SELLS, Vice-President 


CHICAGO’S STRONGEST LIFE INSURANCE COMPANY 











THE NORTH RIVER | CRUM & FORSTER 
INSURANCE CO. GENERAL AGENTS 


NORTH RIVER INSURANCE CO. BUILDING 
OF NEW YORK 


ASSETS 
12-81-07 
95-97-99 William Street, N. Y. City 


Empire City Fire Ins. Co., Inc. 1850 
Nassau Fire Ins. Co., Inc. 1852 





INCORPORATED 1822 


Dutchess Fire Ins. Co., Inc. 19°6 
(Where not locally represented) 


TOTAL ASSETS DEC, 31, 1909 FOR WEW YORK CITY 
AACHEN & MUNICH FIRE INS. 0O 


$2, 189,920.00 ALLEMANIA FIRE INS CO 











EMPIRE LIFE INSURANCE GOMPANY 


HOME OFFICE 
Peters Building ATLANTA, CA. 


A Strong Southern Legal Reserve Company, 
Operated Along Conservative Lines and Offering 
Exceptional Advantages for High Class Producers. 





‘4 
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STOCK SALES MANAGER WANTED 


We are desirous or securing the services ot a thor- 


oughly experienced and practical sales manager who 





can hire and control a large force of stock salesmen. 
We want a man who has a connection and following 





among A-] stock salesmen as well as investors— 





“a live wire” who can infuse life and enthusiasm 





into his sales force. Our proposition is a high-grade 


one and “as straight as a string,” and we will pay 
Ap- 





the limit for a man with similar qualifications. 





plications can be addressed in fullest confidence to 


The Union National Securities Co. 
of America 


Fiscal Agents for the Farmers National Life 
Insurance Company of America (Organizing) 


HEAD OFFICE, 716--17--18--19 HIPPODROME BLDG. 
CLEVELAND, OHIO 











A GIANT «™ SOUTH 


Its Name Is A Synonym of Strength 


Operating under the Compulsory Reserve Deposit Law of the 
State of Kentucky 


MEN OF CHARACTER AND ABILITY 
WANTED, TO WHOM WE CAN OFFER 
GOOD COMMISSIONS AND TERRITORY 


Citizens National Life Insurance Company 
W. H. GREGORY, President LOUISVILLE, KY, 





Scranton Life Insurance Co. 


JAMES S. McANULTY, President 


HAS GOOD TERRITORY TO OFFER LIVE 
AGENTS WHO CAN MAKE GOOD 





$584,482 62 
$201,330 00 


Assets - - 


Reserve - - 
Capital - - $300,000 00 


SURPLUS - - $64,374 37 
Address WM. E. NAPIER, Secretary 
SCRANTON, PA. 








ACCIDENT - --- LIABILITY - - - - BOILER 
HEALTH --- ELEVATOR - - - AUTOMOBILE 
PLATE GLASS AND BURGLARY INSURANCE 


Prudential Casualty Comparry 


HOME OFFICE, INDIANAPOLIS 





AUTHORIZED CAPITAL - ONE MILLION DOLLARS 





LIBERAL CONTRACTS TO AGENTS 























New York New Jersey Pennsylvania New England 





GENERAL AGENCY OF 


EDWARD E. HALL 


45 Cedar St., New York 





Cc. B. G. GAILLARD, Sup’t of Agencies 





Representing Dixie, Peoples National, Central National, Ins. Co. of 
the State of Illinois, Metropolitan, Equity and County 
Fire Insurance Companies. 
No overhead writing. 
Five special agents. 


Excellent reinsurance facilities. 
All losses adjusted and paid by us. 

















